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EXTRA MONEY FOR 1958 DIVIDENDS 


Increase in scale, for fifth consecutive year, will call for apportionment of 


$31,700,000, which is $1,500,000 more than the amount required for normal 


increment due to company growth. 


DIVIDENDS WILL BE GRADED 


according to the face amount of each individual policy in the following four 


size-groups: 

Below $2,000 

$2,000-$4,999 

$5,000-$14,999 

$15,000 and over 
On policies with Family Income or Level 

Term riders attached, the size-group is de- 
termined by the face amount of the basic 
policy, excluding the amount of the rider. 


OTHER FEATURES 


No reduction in any gross premiums. 
Dividend adjustments within the size- 


group affected will be the same for all plans 
of insurance including Term, for all ages 
and all durations. 

Ordinary Life policies of $15,000 or more 
will have more generous guaranteed surrender 
values. 

Female applicants for $15,000 or more 
Ordinary Life at age 28 or over, will receive 
a special extra dividend over and above those 
paid to male lives. 

Ask your New England Life general agent 
for further details. 
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Tomorrow’s architecture will permit 





bringing the sun into homes at all 
seasons of the year. Thanks to movable i 
walls and windows, and warm air 
curtains, you'll even sunbathe in the 
comfort and convenience of your 
home, winter as well as summer. 
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OHIO NATIONAL LIFE 
agents design for tomornou, too! 


Opportunities for selling Ohio National Life’s Group Life, Pension, and 
Profit Sharing Plans are greater than ever before. 





Both large and small business firms and their employees find 

Ohio National Life contracts a sound dollar-and-cents investment. 
Guaranteed issue, entry age normal funding, flexible schedules, competitive 
rates, a choice of retirement plans including split-funding plans, and 
many other features make them not only attractive 

but practical to meet every situation. 


Ohio National Life agents are provided every help in the field 
and from the home office in writing Group Life and Pension Plans. 
This includes preparation of the proposal, assistance in on-the-spot 
presentation of the plan, and furnishing other practical 
suggestions and help. 


Inquiries from brokers concerning either Group Life or Pension Plans, 
or both, are invited. Write or call. 
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U.S. Wants Monthly 
Allotments Held To 
1/12 Of An Annual 


But Adjutant-General Has 
Agreed To Await Outcome 
Of Parley With LIA-ALC 


WASHINGTON—The adjutant-gen- 
eral’s office has written to 200 or so life 
companies suggesting that life insur- 
ance premiums sold to members of the 
armed forces on a monthly allotment 
basis be no more than 1/12 of the 
annual premium and that an adjust- 
ment be made on business already in 
force if the monthly premium exceeds 
1/12 of the annual. 


The adjutant-general proposes to 
publish the list of companies comply- 
ing, so that all armed services com- 
mands would know what companies are 
complying with the suggested basis. 
The letter to the companies asked for 
answers giving the present basis of 
charging when premiums are paid by 
monthly allotments. 

However, the adjutant-general’s 
office has since agreed that there would 
be no objection to delaying replies un- 
til after a conference between the per- 
sonnel division of the adjutant-gener- 
al’s office and representatives of Life 
Insurance Assn. of America and Amer- 
ican Life Convention, at the request 
of the two life company organizations. 
This will probably be held within the 
next couple of weeks. 

Some companies already charge only 
1/12 of annual for monthly allotment 
business. So far as could be immedi- 
ately learned, however, none of these 
are licensed in New York, where the 
law would require actuarial justifica- 
tion for making no extra charge for the 
extra work involved in handling 
monthly business. 


One basis for asking that the monthly 
premiums on allotment business be 
kept to 1/12 of annual is that each com- 
pany receives only one check a month 
on all its allotment business. However, 
the companies that charge more than 
pro rata of the annual point out that 
the average size of cases handled under 
allotments is small and that the insurer 
must soon change the case back to an 
individual basis because the usual time 
in the armed forces is relatively short, 
compared with the job tenure of a 
civilian employe under a salary allot- 
ment plan or with the typical duration 
of a pre-authorized check plan. There 
Is a charge on both these types of 
monthly payment plans, though not 
usually so high as on an individual 
monthly payment setup. One-sixth of 
a semi-annual premium is a fairly 
common basis for pre-authorized 
check plans, for example. 

There is no indication that the adju- 
tant-general’s office will move to com- 
Pel a reduction to 1/12 of annual by 
companies now charging more than 
that on allotment business. However, 

(CONTINUED ON PAGE 20) 
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250 Attend Texas 


Sales Congress 
At Corpus Christi 


Some 250 agents and guests attend- 
ed the annual South Texas Regional 
Sales Congress at Corpus ‘Christi, last 
week. 

Nicholas K. Kostopulos, Occidental 
Life of North Carolina, in his talk, 
“The Art of Being Different,” said the 
important thing is not being different 
but it is important in what way the 
salesman is different. He said that the 
man who has a sincere desire to work 
can secure work and that the man 
who sells life insurance gives back 
to the man who buys something of 
value that no one else can give. 

The salesman must have a knowl- 
edge of the fundamentals and the 
many related items to be different 
from others, he said. The agent who 
would program life insurance should 
know something of investments so 
that he may cooperate with invest- 
ment men. Investment men will rec- 
ommend that the investor first have 
life insurance and then investments. 

Every man _ intellectually realizes 
that he needs life insurance, Mr. Kos- 
topulos declared, but to buy life insur- 
ance a man must be “temporarily in- 
sane”, because men buy life insurance 
not because of intellectual approach 
but as the result of an emotional state 
of mind. 

Discussing the emotional appeal, 
Mr. Kostopulos cited the alcoholic who 
has no shoes, but given $5 to buy 
shoes goes and buys a fifth of liquor. 
He said we must see our economic so- 
ciety as it is and prospect accordingly. 
He emphasized the importance of 
agreeing with the prospect that his 
investments are good. 

Mr. Kostopulos said if the agent 
would expose himself to the prospect, 
he will buy. “I am not in business to 
help others. I do not want to give 
him my commission. I have a pride 
in my workmanship. The doctor has a 
pride in his profession and in his 
technical skill.” 

Frank B. Falkstein, Prudential, 
Houston, spoke on “Operation 1957,” 
pointing out the many gimmicks 
which have been and are being intro- 
duced into the field of life insurance 
selling. He said salesmen might be- 
come all “shook up” by the various 
confusing sales ideas now being pre- 
sented. 

There is now more price selling 
than is needed, he said, warning that 
in selling bank-loan plans the agent 
should not forget the U. S. Treasury 
and the attitudes it mav take. He re- 
ferred to mass selling as “mess selling.” 

Mr. Falkstein declared that the life 
arent cannot have all the plans at his 
fingertips, but that he should acquaint 
himself with three basic areas, and 
in these he can do the most successful 
job. He listed these areas as simple 
programing, selling business insur- 
ance for business purposes, and in- 
surance for tax purposes. 

As to business life insurance, he 
said, the importance of life insurance 
to assure the surviving partner of 
continued control of business without 


Name 1958 GAMC 


Committee Heads 

L. V. Drury, manager of Sun Life 
of Canada at Philadelphia and chair- 
man of General Agents & Managers 
Conference of NALU, has appointed 
GAMC committee chairmen for the 
coming year. 

Chairmen and their committees are 
E. A. Ellis, Pacific Mutual, San Fran- 
cisco, area and state meetings; Leon- 
ard T. Smith, Prudential, Cranston, 
R. I., and Coy G. Eklund, Equitable 
Society, Detroit, vice-chairman, budg- 
et; Jesse N. Fletcher, Great Southern 
Life, San Antonio, attendance at con- 
ventions; C. Carney Smith, Mutual 
Benefit Life, Washington, D. C., edu- 
cation and training; Jesse N. Fletcher, 
Great Southern Life, San Antonio, 
elections; Tom Lyle Mitchell, Mutual 
of New York, Birmingham, extension; 
J. Harry Veatch, Northwestern Mu- 
tual, St. Louis, management practices; 
Walter G. Gastil, Connecticut General, 
Los Angeles, membership; L. Mor- 
timer Buckley, New England Life, 
Dallas, nominations; James E. Stretch, 
Metropolitan Life, Ft. Lauderdale, op- 
erations manual. 

Also, L. Mortimer Buckley, New 
England Life, Dallas, past national 
chairmen; Coy G. Eklund, Equitable 
Society, Detroit, and C. Carney Smith, 
Mutual Benefit Life, Washington, 
D. C., vice-chairman, program for an- 
nual conventions; Leonard T. Smith, 
Prudential, Cranston, R. I., publicity 
‘and publications; Robert L. Walker, 
Peninsular Life, Orlando, Fla., reso- 
lutions; W. Thomas Craig, Aetna, Los 
Angeles, rules and regulations; Nath- 
an P. Paulus, State Mutual, Dayton, 
cooperation with LIAMA; William E. 
Hays, New England Life, Boston, co- 
operation with ACLU; C. Carney 
Smith, Mutual Benefit Life, Washing- 
ton, D. C., developing management 
education and training. 

Also, James E. Stretch, Metropoli- 
tan Life, Ft. Lauderdale, district agen- 
cy management; W. Thomas Craig, 
Aetna, Los Angeles, group; Hollis L. 
Woods, Mutual Benefit Life, Hartford, 
public relations; Wheeler H. King, 
New England Life, New York City, 
relations with colleges and universi- 
ties; Freeman J. Wood, Lincoln Na- 
tional, Chicago, relations with other 
organizations; Robert L. Walker, Pen- 
insular Life, Orlando, Fla., speakers 
roster; Louis Pohl, Life of Virginia, 
Pontiac, Mich., and James E. Stretch, 
Metropolitan, Ft. Lauderdale, vice- 
chairman, study course for district 
managers. 





the entry of the widow, the son, or 
the second husband into the business, 
and the elimination of reorganization 


problems. 
Carl H. Lane, superintendent of 
agencies, General American Life, 


compared the life agent to the re- 
ceiver of a gold nugget who may con- 
stantly increase these nuggets by the 
exercise of salesmanship. He declared 
that every business is dependent upon 
the salesman for its progress and de- 
velopment, and that the “crux of the 
difficulty in selling is the reluctance 
of people to spend income.” 

He called attention to the opinion 
of some economists that the slow down 

(CONTINUED ON PAGE 20) 


Debate Agencies 
Peril At Parley Of 


Mid-West Managers 


View Clash On Degree 
Of Threat; Henderson 
Terms Fears ‘Poppycock’ 


Diametrically opposed views of the 
degree of threat to the agency system 
contained in current trends met head- 
on at the Mid-West Management 
Conference at French Lick, Ind., last 
week. A. C. Hansch, general agent 
Mutual Benefit Life, Dallas, and Don- 
ald <A. Baker, executive director 
GAMC viewed them with alarm while 
Arwood Henderson, director of agen- 
cies Aetna Life, termed fears for the 
future “poppycock,” and Homer Cha- 
ney, 2nd vice-president New England 
Life, charged that “if the agency sys- 
tem is going to hell, it’s going in 
Cadillacs and private swimming 
pools.” 


The program drew an attendance 
of 403 from the extremes of the At- 
lantic coast to Portland, Ore., and 
Montreal to Texas. 

Mr. Hansch expressed fears about 
the future, pointing out that tomor- 
row’s agencies are being built today 
on projections of income and expense 
incurred under current agency con- 
tracts, which assume a certain level 
of premiums. If premium levels are 
changed, these contracts may not pay 
out in the future as anticipated in 
today’s planning. 

He accused general agents and 
managers of contributing to the trend 
toward lower average premiums by 
urging or allowing their men to sell 
low-premium forms. “A 10% decrease 
in premium means a 10% decrease 
in earnings to the young agent and 
10% more loss on failures so that the 
general agent can finance only nine 
where he planned to finance 10,” he 
pointed out. 

_ 

The full impact of family plan pol- 
icies, “giving away insurance on un- 
born children,” won’t be felt for 10 
to 15 years, he predicted. Jumbo 
group is not doing a job for the public 
because few men whose employment 
is terminated can afford to convert. 
“And how many men now 45 and 
with the bulk of their insurance pro- 
gram in group will see their insurance 
eventually disappear at 65 or 70?” he 
asked. 

Mr. Hansch also charged that in 
their sales zeal, field men have wrest- 
ed away from actuaries the “right” to 
“price” insurance. “Has this sales zeal 
led to policies that are a loss if lapsed 
within 15 years; are we today com- 
peting for business that has a built-in 
lapse potential?” 

As closing speaker on the first day’s 
program, Mr. Baker warned that the 
agency system may be sticking its 
head in the sand while adverse forces 
chip away at its edges. Group on 
group, he charged, is no service to 
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the public. Social security has _ be- 
come a political instrument. Cut com- 
missions make it difficult to sell the 
career concept. Encouragement of life 
sales by fire-casualty men may be 
creating a system of part-timers in 
competition with career agents. The 
decline of debit insurance could lead 
to small buyers turning to the gov- 
ernment for their protection. The 
failure to recruit sufficient numbers 
of young men right out of college may 
mean a lack of top-grade manage- 
ment material in the future. 

Speaking at the first night banquet 
of the conference, a spot traditionally 
reserved for an institutional-level fig- 
ure, H. C. Graebner, dean of Ameri- 
can College, seemed to share at least 
some of the fears expressed by Messrs. 
Baker and Hansch. “Isn’t it likely,” 
he asked, “that the kind of life insur- 
ance contracts being acquired today 
will spell the difference between a 
financially independent and contented 
group of oldsters tomorrow and a mis- 
erably unhappy and insecure mass of 
overage persons?” 

There is nothing wrong about want- 
ing more volume, Mr. Graebner ad- 
mitted. “The errors are committed 
when we sacrifice ethical principle 
and neglect to think first and fore- 
most of the client’s safety, security, 
and comfort.” 

Mr. Graebner also expressed con- 
cern over what he termed the “deseg- 
regation” of lines of insurance, “a 
problem that becomes more complex 
and terrifying when one considers the 
possibility of non-life insurance enter- 
prises entering the life insurance 
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business . . . My great expectation 
‘is,” ‘he continued, “that the great 
leaders we have in life insurance 
will cause all of us to check our com- 
passes and our maps before making 
decisions as to expansion into other 
fields.” 

Turning to another concern, Mr. 
Graebner asked, “Is the life insurance 
industry’s use of manpower one to 
which all of us can point with pride? 
Are we satisfied with mediocrity in 
the individual because the group is 
large enough to satisfy the volume re- 
quirements of the company? Have we 
examined our compensation plan to 
make certain that it offers incentive 
to our successes and not solace to our 
failures?” 

In rebuttal to fears about the ef- 
fect of many of today’s trends on the 
agency system, Mr. Henderson la- 
beled the idea that the agency system 
could be on the way out as “poppy- 
cock.” He admitted that the family 
policy will eventually take over the 
clean-up market, and he forecast de- 
velopment of even more such package 
policies. Weekly premium is disap- 
pearing, he admitted, and he pre- 
dicted that at least one large company 
will put fire-casualty insurance in the 
hands of its MDO men inside two 
years. Group, too, will take over some 
basic needs it serves better than does 
the individual policy field; and rates 
will continue to go down in the next 
few years. 

“These trends do not,” he declared, 
“spell the end to the agency system. 
In the span of just two generations, 

(CONTINUED ON PAGE 19) 
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. loaded with advantages you can 


get your teeth into — and really S-E-L-L! 


MORE MERCHANDISING . . .We offer a hard-hitting, sales produc- 
ing program, from “mail to sale”. Everything furnished to you without charge. 


MORE ADVERTISING ... We help you develop sales potential 
through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU .. . This is truly a “ground floor” situ- 
ation. L.I.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-I-T-Y 


for you! 


INVESTIGATE AT ONCE! 


WRITE 


Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Del 





* Teleph 


Olympia 4-2474 
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Manhattan Casualty 
Bought By MacArthur 


John D. MacArthur, owner of Bank- 
ers Life & Casualty of Chicago, has 
purchased Manhattan Casualty of 
New York for $2,500,000. Sellers were 
David Baird, investment broker, for 
the account of three foundations he 
administers, and Richard Woike, an- 
other New York investment broker. 
The two acquired the company in 
1955 from 13 taxi fleet operators. 

Manhattan Casualty, with assets 
last year end of $6% million, began 
in 1949 as a taxicab liability insurer. 
For several years it had a substantial 
underwriting loss, but the last two 
years has made an underwriting prof- 
it. Its business is principally auto li- 
ability but it has been getting away 
from taxicab business into general 
lines, including workmen’s compensa- 
tion and a small amount of A&S. The 
company is licensed only in New York 
but has license applications pending 
in the New England states, Pennsyl- 
vania, New Jersey and California. 


Bankers Life & Casualty is licensed 
in all states except New York, Cali- 
fornia, Connecticut, Maine, Massa- 
chusetts, New Jersey, Rhode Island 
and Wisconsin. Mr. MacArthur is re- 
ported to have added $1 million work- 
ing capital to the Manhattan Casualty 
finances. 

Mr. MacArthur was identified last 
week by Fortune magazine as _ the 
richest man in Chicago, with an esti- 
mate that his fortune is $100 million, 
and as one of the 76 richest men in 
the United States. 


Loyal Protective Drive 

At its recent convention at Virginia 
Beach, Va., Loyal Protective Life hon- 
ored three general agents and five 
agents who led the field force during 
the president’s month campaign last 
April. The campaign was held in honor 
of John N. Powell, who became chair- 
man on May 1, and not Jerome M. 
Powell as reported on the Oct. 4. 
edition of THE NATIONAL UNDERWRITER. 
Jerome Powell now is the president. 
The story also reported that the pro- 
gram was concluded with a talk by 
Roland J. Fisher. The speaker should 
have been identified as Roland J. 
Splittgerber. 


Calhoun Life To Trade Stock For 
Credit Life Business Of Superior 


Calhoun Life stockholders have 
voted to issue 6,500 shares of common 
stock to acquire Superior Life’s out- 
standing credit life business, amount- 
ing to $25,000 in monthly income. 
ee companies are in Columbia, 

Calhoun previously exchanged 13,- 
600 shares of stock for Superior’s in- 
dustrial business, amounting to $6,- 
500 in weekly premium income, and 
has spent $85,000 under an option to 
repurchase some of this exchanged 
stock. Stockholders have authorized 
sale of the repurchased stock plus a 
number of shares equal to those sub- 
ject to repurchase but still outstand- 
ing. The shares first will be offered 
at $11 apiece to Calhoun stockholders 
on the basis of one for every eight 
already held. Any shares not bought 
by stockholers will be sold at no less 
than $12 each in a private sale. 

Stockholders also authorized the 
company to exchange 5,000 Calhoun 
shares for 11,000 shares of Trenholm 
Investment Corp., provided the insur- 
ance commissioner finds Trenholm 
stock an acceptable asset for Calhoun. 
Trenholm stock has a current book 
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Natl. Life Of Vt. 
Passes $2 Billion 
Of Life In Force 


National Life of Vermont has passeg 
the $2 billion mark of life insurance jp 
force. 

L. B. Wood Jr., Atlanta, sold ; 
business insurance case which pushed 
the company over the mark ang 
boosted his personal production fo 
the year beyond the $2 million mark 

President Deane C. Davis said the 
company ranks 22nd in assets among 
U. S. life companies. Thirty-five com. 
panies have $2 billion or more of life 
insurance in force. Excluding group 
and industrial and considering only 
ordinary, which is National Life; 
market, the company ranks 19th in 
insurance in force. 

He paid tribute to the home office 
and field staffs, noting particularly 
the growth in the past decade. The 
company reached the $1 billion mark 
in 1949. Construction of a new home 
office more than twice the size of the 
present building is evidence that ex. 
pansion at an accelerated rate is an. 
ticipated, he said. 


Actuaries Of Three 
States Meet At HO Of 
Lincoln National Life 


Actuaries from Indiana, Kentucky 
and Ohio met last week at the home 
office of Lincoln National Life. Mc- 
Clain Cheetham, associate actuary, 
and George Varga, group actuarial and 
underwriting manager of Nationwide 
Life served as discussion chairman 
and discussion leader. Gathings Stew- 
art, actuary Lincoln National Life was 
in charge of arrangements. 

At the meeting, L. S. Norman, ac- 
tuary of American United Life, re- 
ported on the International Congress 
of Actuaries held at New York City. 
Henry F. Rood, vice-president and ac- 
tuary) Lincoln National Life and pres- 
ident of Society of Actuaries, spoke 


~ DEATHS 


WALTER G. SCHELKER, 82, who 
was with Equitable Society for 50 years 
and was a vice-president when he re 
tired 11 years ago, died at his home in 
Upper Montclair, N.J. 


MRS. EMMA P. McCONNELL, Vol- 
unteer State Life, Chattanooga, died 
at Chattanooga after a brief illness. 
In 1946, she became the first Tennes- 
sean to achieve life membership in 
Women’s Quarter Million Dollar Round 
Table of National Assn. of Life Under- 
writers. She was chairman of WQM- 
DRT in 1949 and was active in the 
women’s committee of NALU. She 
attended the annual meeting of 
WQMDRT at Detroit in September. 














To Hear AA Panel Nov. 13 

Indiana Home Office Underwriters 
Assn. will hear a panel discussion by 
members of Alcoholics Anonymous at 
a meeting Nov. 13. 


ee 





value of $5.50 a share. 

Trenholm stock is held by about 
100 persons, man of them Calhou 
stockholders. Trenholm has coopéel- 
ated with Calhoun on. investments 1 
the past and now proposes to bul 
branch offices for lease to the life 
company. 
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David B. Fluegelman, general agent 
for Connecticut Mutual Life in New 
York City, has written a kidding letter 
to Peter Van Doren, editor of G. P. 
Putnam’s Sons, which recently pub- 
lished The Grim Truth About Life In- 
surance. Though Mr. Fluegelman offers 
to write Putnam’s a book on stock mar- 
ket operations, he would obviously be 
disqualified, because he lacks the nec- 
essary ignorance: He was in the invest- 
ment business for several years before 
he went into life insurance selling. 


Only recently I learned that you are 
the editor responsible for the publica- 
tion of The Grim 
Truth About Life 
Insurance, by 
Ralph Hender- 
shot, and I hasten 
to congratulate 
you on your fore- 
sight in choosing 
a man whose sole 
experience has 
been that of fin- 
ancial editor to 
write a book 
about life insur- 
ance. This, of p 
course, gives your readers the benefit 
of objectivity, yet gives them a suf- 
ficiently unintelligent and uninformed 
opinion to enable them to properly 
evaluate the “truth.” 

To the best of my knowledge, Mr. 

Hendershot has had no experience in 
life insurance, yet has been both biased 
and vindictive on the subject because 
of an implied conflict in his chosen 
field of activity. It is a great credit to 
your firm to have made such an excel- 
lent choice as an author. It is particu- 
larly illuminating to read his opinion 
regarding the charging of interest 
when a policyholder borrows against 
the cash value of his policy. 
It is comforting to learn that for 
over 100 years the actuaries’ calcula- 
tions have been incorrect. They have 
presumed that the premium money 
must be invested in order to show a 
return on the meney. Mr. Hendershot 
has arrived at the remarkable con- 
clusion that if the money is invested 
with the policyholder himself, rather 
than anywhere else, there is no longer 
any need to earn interest and that the 
cash value will magically increase in 
some unknown manner. It is too bad 
the actuaries weren’t able to discover 
this. There is much other valuable in- 
formation I learned from his book, but 
I will not bore you with the details. 





D. B. Fluegelman 








HOME OFFICE 
LIFE BROKERAGE 
MANAGER — $15,000 


Nationally known, high caliber company. 

Specifications: age range—30-40, col- 
lege degree required. Six—eight years 
Home Office experience mandatory. 
Agency or Sales Department background 
Tequisite. 

Extensive travel, home week ends. 
Prime function: Contacting Fire-Casualty 
agents for surplus Life lines. 

All inquiries handled confidentially 
EMPLOYER PAYS SERVICE CHARGE— 
MOVING EXPENSES. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St. Chicago 6, Ill. 








HArrison 7-9040 
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Fluegelman Needles ‘Grim Truth’ Publisher, 
Offers To Write Book On The Stock Market 


The primary purpose of my letter is 
to tell you about myself. I am a past 
president of the New York City, New 
York state and national associations 
of life underwriters. I have been a 
chartered life underwriter since 1935 
and have written numerous books and 
articles on the subject of life insurance. 
There are some people who believe that 
my voice carries a certain degree of 
authority in this field. 

e 

By virtue of this background, I feel 
I am qualified to write a book for your 
organization on the subject of stock 
market operations. I am confident your 
readers would rather obtain my views 
on when to buy or sell stocks than to 
rely upon Mr. Hendershot’s prejudiced 
advice as president of the Stock-of-the- 
Month Club. I am certain this would 
be a valuable service for your readers 
who have confidence in the reputation 
and integrity of your firm. 


National Life of America of Mitchell, 
S. D., has been licensed in Minnesota. 





- 


Standing in the center of a group of Mutual Trust Life general agents and 
agents is poet Carl Sandburg, who deposited an advance copy of his new poem, 
“Chicago Dynamic,” in a time capsule during cornerstone laying ceremonies of 
Mutual Trust Life’s new 6-story home office building in Chicago. The time 
capsule will be unearthed at the company’s diamond jubilee in 1979 or on the 
date when the company reaches a billion dollars in assets, whichever date comes 
earlier. The eight agents led the company’s field force in a three-month cam- 
paign last spring. From left to right are: C. Lawrence Jordan, San Jose, Cal.; 
Anthony O. Cieri, Harrisburg, Pa.; Robert C. Foust, Hillsdale, Mich.; Mr. 
Sandburg; Bart L. Edwards, San Jose, Cal.; Garnett H. Lentz, Hillsdale, Mich.; 
Jack Battaglia, Kankakee, Ill.; John P. Grissinger, Harrisburg, Pa.; and Clay- 
ton E. Mott, Chicago. The home office building is scheduled for occupancy in 
March. 

















Badge of Honor 


This is the symbol of success... the key worn by the Chartered Life Underwriter. 


Today there are 506 actively employed Prudential representatives who wear 
the C.L.U. key. This year, 52 of these Prudentialites completed the require- 
ments for the C.L.U. or C.L.U. Associate designation (their names are listed 
at the right); 306 others passed one or more of the C.L.U. Parts. In addition, 
four representatives completed the Life Insurance Agency Management examina- 
tions. Three others completed one of the two parts. 

1957 is the 30th year that Prudential has enthusiastically endorsed this profes- 
sional training program. To these successful candidates and to all who wear the 
C.L.U. key—a sincere salute from Prudential for contributing to the stature of 


the life insurance industry. 


The 
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INSURANCE COMPANY OF AMERICA 


LIFE INSURANCE 


You'll enjoy THE TWENTIETH CENTURY, Sundays, CBS-TV 


New C.L.U.’s—1957 


George N. Anstey 
Henry W. Austin 
Nathan Barocas 
Charles E. Bishop 

F. Howard Callahan 
James T. Cavanaugh 
Robert G. Cocks 
Henry T. Cooper, Jr. 
James J. Cunningham, Jr. 
Joseph DeFederico 
Fred J. Dopheide 
Norbert W. Duerr 
Jefferson J. Duke 
Rene A. Dussaq 
Clark B. Fulier 
Walter E. Gaipa 
William H. Gill 
Melvin I. Golub 
Loren E.. Griffin 

I, Rudolph Handly 
James I. Harrison 
Daniel L. Hart 
Lawrence F. Held 
Clarence R. Jones, Jr. 
Thomas P. Kierl 
Alfred P. Lasker 
Marion W. LeButs 
Theodore E. Maslo 
John J. McDonagh 
Francis J. McKeghney 
William U. Meier, Jr. 
George J. Mihlon 
Phillip R. Olson 
Anthony H. Payne 
Clarence F. Pease 
Christopher J. Rivoli 
George E. Rose, Jr. 
William V. Schuster 
J. Edward Smith 

C. Gordon Spencer 
Salvatore H. Spinelli 
Harold Sundsboe 
Michael Teichman 
Angelo J. Tiezzi 
Tony F. Tortorici 
Joseph J. Urbanczyk 
Ivan Vrbanich 
Thomas W. Ward 
James C. Washburn, Jr. 
Frank W. Williams 
Vernon H. Wisdom 


Mrs. Arlene L. Wright 


Received Certificate 
in Life Insurance 
Agency Management 


Elmer C. Barringer, C.L.U. 
James F. McFadden, C.L.U. 
William L. Olson, C.L.U. 
Charles A. Waters, C.L.U. 


Prudential 


SICKNESS & ACCIDENT 
GROUP PENSIONS 


ANNUITIES 
GROUP INSURANCE 
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Folsom Says SS System 
Is In Good Condition, 


Names Advisory Group 


Secretary Folsom of Health, Educa- 
tion and Welfare says the social secur- 
ity system is in actuarial balance for 
all practical purposes but should be 
reviewed periodically to make sure it 
continues to operate soundly and has 
enough income to pay benefits. 

Although the trust fund will decline 
somewhat in 1959, Mr. Folsom said, it 
will rise again during the first two or 


HeNATIONAL UNDERWRITER 


three years after the new 5%% tax 
rate goes into effect in 1960. The 1959 
deficit was expected, but the net 
growth of the fund will halt tem- 
porarily in 1958 due mainly to the un- 
expected number of claims for retire- 
ment benefits filed by self-employed 
farmers and women. However, this 
will not affect the actuarial balance of 
the system in the long run. 

Mr. Folsom appointed a 12-member 
advisory council on social security fi- 
nancing to review the long range fi- 
nancial position of the system. It was 
authorized by Congress in the 1956 


social security amendments. Among 
the members are Reinhard A. Hohaus, 
vice-president and chief actuary of 
Metropolitan Life; Robert M. Lloyd, 
president of Teachers; Nelson H. 
Cruikshank, director of the social se- 
curity department of AFL-CIO, and 
Carl H. Fisher, professor of insurance 
at University of Michigan. 

Mr. Folsom said the advisers will 
look into any proposed program. He 
said the department has taken no po- 
sition on the Forand bill but is inter- 
ested in seeing that payroll taxes do 
not reach too high a level. 














SS 


4% For Agents, Too! 


Jefferson Standard has a plan for accumulating agents’ renewal commis- 
sions at 4% interest ... the best rate of interest paid by any similar plan 
in the industry. Today there is nearly $2 Million on deposit to the credit 
of Jefferson Standard agents who are participating in the program. This 
plan provides a profitable way to build for the future. For example, a Jef- 
ferson Standard agent who pays for $400,000 a year and leaves his renewals 
on deposit can expect to have over $92,000 accumulated at the end of 


twenty years. 


Important points for Jefferson Standard career men . . . and “something 
worth looking into.” 





“Now Celebrating 
50 Years of Looking Ahead” 


Mr. 4% ...A Sure-fire Attention Getter 


Mr. 4% is the emblem of the Jefferson Standard agent. 
He symbolizes the 4% interest paid by Jefferson Standard 
on dividend accumulations and policy proceeds left on de- 
posit to provide income. This 4% interest rate is the highest 


paid by any major life insurance 


Mr. 4% is a registered service mark and is for the exclusive 
use of the Jefferson Standard agent. 


: 


Jefferson 


LIFE INSURANCE COMPANY 


let’s take 
a look at 
Jefferson Standard’s 


Viandard 


Over $1.6 Billion Life Insurance In Force 


company in the nation. 


Home Office: Greensboro, N.C. 
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Holz Denies Attempt 
To ‘Gag’ Critic Of 
Blue Cross In N. Y. 


Superintendent Holz of New Yor 
has denied emphatically that he trieg 
to “gag” Harold Faggen, New Yor 
welfare and insurance fund consultant 
to labor and management groups, who 
contends that Associated Hospita 
Service of New York (Blue Cross) 
could show a profit of $2 million jp. 
stead of a loss for last year. 

The New York department will holg 
a public hearing Nov. 18 on the Bly 
Cross application for a 40% increase 
in premium rates. Blue Cross says its 
loss from 1956 operations was $2,719. 
542, with the losses increasing at . 
faster rate by mid-1957. 

Mr. Holz issued the denial during , 
closed hearing resulting from an jp. 
quiry by an unidentified insurange 
company as to whether Mr. Faggen 
was complying with the insurance lay. 
The superintendent said the hearing 
was held to learn if Mr. Faggen haq 
given advice to policyholders or pros. 
pects and whether he runs a service 
or advisory organization. 

Mr. Faggen’s lawyer, Edward §, 
Greenbaum, said he understood the 
hearing was an attempt by Blue Cros 
to keep his client from criticizing the 
organization. 


Mr. Holz said there was no con. 
nection between the hearing and the 
Blue Cross matter. He said he would 
provide Mr. Faggen any material on 
Blue Cross that would be useful at 
the Nov. 18 hearing. He insisted that 
Mr. Faggen appear at the hearing to 
tell what he knows. 

Earlier, Henry Schantz, assistant 
deputy superintendent, said Blue 
Cross met payments in the first nine 
months by drawing $9 million from 
its surplus. He said its expenditures 
for operating costs were within the 
limits allowed by law. 

Mr. Schantz made known this in- 
formation in reply to a _letter from 
Thomas Carey, business manager of 
district 15 of International Associa- 
tion of Machinists, AFL-CIO, who 
called for an examination of the fi 
nancial status of Blue Cross in ad- 
vance of the Nov. 18 hearing. Mr 
Carey said the union is receiving con- 
tradictory statements about Blue Cros 
and is confused about the plan’s finan- 
cial position. 


GAMC Units Slate LIAMA 


Courses In Management 


Several local associations of Genera 
Agents & Managers Conference have 
appointed moderators and will con- 
duct the LIAMA study course it 
agency management. A moderators 
conference will be held Dec. 2-4 a 
LIAMA headquarters. 

Associations sponsoring the course 
and the moderators are: Baltimore 
Paul W. Colflesh, manager of Bankers 
Life of Iowa; Birmingham, Stanford 
Y. Smith, director of manpower de 
velopment of Liberty National, ani 
Carroll Wright, agency manager 0 
Protective Life, assistant moderator; 
Columbus, O., Robert K. Zimmer, get 
eral agent of Penn Mutual; Dayton, 
Samuel W. Emerick, manager of Mv 
tual of New York, and Nathan P. Pav: 
lus, general agent of State Mutual 
assistant moderator; Louisville, Wil 
liam J. Cooper, general agent of Ne 
tional Life of Vermont; Oklahoma City, 
Albert. Whale, general agent of New 
England Life, and San _ Francisco, 
Stanley Brooks, manager of Guardial 
Life. 
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Shanks Warns: 





LIFE INSURANCE EDITION 


Accepting Creeping Inflation As ‘Necessary 
Evil’ Is Bound To Bring Galloping Variety 


WASHINGTON—“If it ever becomes 
the recognized policy of this govern- 
— ment to deliber- 
ately seek a 
steady, year-after- 
year rise in prices, 
then I am _ con- 
vinced that there 
will be no hope of 
avoiding an all-out 
runaway infla- 
tion,” President 
Carrol M. Shanks 
of Prudential told 
members of Na- 
tional Assn. of 
Food Chains at 
their annual meeting here. 

Disagreeing with those who feel that 
inflation, though admittedly evil, is an 
unavoidable accompaniment of full 
employment, Mr. Shanks said the prin- 
cipal reason why the creeping inflation 
this country has been experiencing has 
not become galloping inflation is that 
the Federal Reserve has held a tight 
rein on credit extensions, often in the 
face of severe criticism from the infla- 
tionists. 

“Let us suppose, however,” he con- 
tinued, “that during the past year the 
Federal Reserve had heeded these criti- 
cisms and substantially eased the credit 
situation. Instead of'a 312% increase 
in the cost of living, I think it quite 
possible that consumer prices would 
have jumped as much as 10%, as they 
have done in a single year under easy- 
money policies in other countries. 


Carrol M. Shanks 


On the go 


2 
ee, 


Nf f 


“And what would have been the 
likely effect of a 10% jump in the cost 
of living? Would labor unions have 
moderated their demands for wage 
increases? Would business men, faced 
with soaring costs have offered to hold 
the line? The result would unquestion- 
ably have been that prices in the fol- 
lowing year would then be faced with 
the necessity of pouring enough new 
money into the economy to validate 
this new level of prices and wages. 

“And so the spiral would continue 
until either there would ensue a wild 
inflation like that in Germany during 
the 1920s or the government would 
finally take a stand and refuse to pump 
still more money into the system. 

“The interesting aspect of this se- 
quence is that after three or four years 
of rapid inflation we would still be 
faced with exactly the same problem as 
before the inflation got under way. 
The inflationists would still cry that 
any attempt to stem the tide of infla- 
tion would throw us into a recession. 
They would continue to maintain that 
what is needed is not credit restraint 
but more and more credit. There would 
never be a time no matter how rapidly 
prices were rising when a curb on the 
flood of new money would not run 
exactly the same risk as before the in- 
flation had started. In fact, the risk 
of inducing a recession would become 
progressively greater as the specula- 
tive fever mounted.” 

Mr. Shanks said that if it is impos- 
sible, as the inflationists contend, to 


in NALU! 





For the official NALU year, 1957-1958, 157 offices and appointive 

positions are filled by Life of Georgia fieldmen. These include one 

state president; four state vice presidents; eight national committee- 

men; 22 local association presidents; 24 local vice presidents; 16 

local secretaries-treasurer; 48 local directors; 17 LUTC chairmen, 

and 17 instructors . . . evidence aplenty of Life of Georgia’s support 
‘of the National Association of Life Underwriters. 


LIFE 


INSURANCE 
COMPANY 


oF GEORGIA 


achieve high employment and stable 
prices concurrently, his reply would be 
that it is even more impossible to 
achieve high employment and “moder- 
ate” inflation, once it becomes known 
that “moderate” inflation is a goal, 
even a permissive goal, of national 
economic policy. 

“There is at least this much truth 
to what the proponents of inflation 
have to say—there is a strong, and per- 
sistent push in the economy on the side 
of inflation,” said Mr. Shanks. “It is 
partly because of this push that our 
attempts to achieve stable prices have 
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too often ended up with rising prices. 
But if our goal were now changed to 
one of moderately rising inflation, the 
same push would mean that we would 
undoubtedly end up with galloping in- 
flation.” 


Cashiers Hold ‘Bosses Night’ 


“Bosses Night,” with each member 
accompanied by his general agent or 
manager, was held by Milwaukee Life 
Insurance Cashiers Assn. A color film 
of Connecticut General Life, “Better 
Employment Understanding,” was 
shown at the dinner meeting. 
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Brokers look 


Your client has a choice 


to GUARDIAN 


- Leadership 





In Flexible 
RETIREMENT 

INCOME 

PLANS 








of many practical options: 

© He picks the retirement age that best suits his cir- 
cumstances, when he knows what’s best for him. 

e He may defer maturity age any time up to age 70. 


e He may continue payment of original premium for 
period of deferment, and substantially increase the 
income payable at maturity; or 


e He may discontinue premium payments and have a 
smaller increase in the income payable at maturity. 


© He is offered important tax advantages by exercising 
his option to defer maturity date. 


Call your nearest Guardian manager 
for full information, or write .. . 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 
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Must Sell Agents On 
Value Of Disability 
Income Cover: Nevonen 


Insurance companies writing A&S 
should do a more comprehensive job 
of selling their field forces on the 
need and value of income protection 
policies, according to Howard Nevon- 
en, general agent of Washington Na- 
tional at Los Angeles, who spoke at a 
luncheon at the 3-day individual in- 
surance forum held at New York 
by Health Insurance Assn. 


#2 NATIONAL UNDERWRITER 


The development of disability in- 
come selling calls for strong dedicated 
men with a quality product, he said. 
Long-range buyer education is needed 
badly. 

Insurance companies should en- 
courage participation in agents’ asso- 
ciations, agency and company discus- 
sion groups. The agent likes to think 
his business is becoming professional. 
However, he still must retain his 
“self-actualization,” the characteristics 
of being a salesman. It is important 
that home offices have a thorough un- 
derstanding of agents and their self- 


actualization needs for success, Mr. 
Nevonen said. 

The industry is responsible for con- 
sumer education, development of bet- 
ter coverage, more dollar value to the 
consumer, consideration of health in- 
surance problems and the mea- 
surement of coverage against the cri- 
teria of an insurable hazard. This is a 
project to be undertaken by joint re- 
search. More work must be done on 
substandard problems for society and 
the agent, whether solved by addi- 
tional commissions or flat rating, he 
said. 
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THANKS A BILLION... 


We take this opportunity to 
thank our Policyholders, Agents 
and General Agents 

as well as those Brokers 
and Surplus Line Writers 


who helped us achieve 


Over A Billion Dollars 





of Insurance in Force 
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Century 






HOME OFFICE: 120 West 57th Street, New York 19, New York 


VATTAN LIFE 
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Special Subcommittee 
Studies A&S Cover For 
Nuclear Energy Workers 


A special subcommittee of the jn. 
dividual insurance committee  o¢ 
Health Insurance Assn. is studying 
health insurance coverage for nuclear 
energy worker, D. D. Ulfers, vice. 
president of Mutual Benefit H.&a, 
told 350 member-company representa- 
tives at HIA’s 3-day individual insur. 
ance forum at New York. 

Mr. Ulfers traced the year’s pro- 
gress of the seven subcommittees of 
the individual insurance committee, 
which he heads. The functions of 14 
previous subcommittees were com- 
bined into a 7-unit structure this year, 

The risk selection subcommittee dis. 
cussed the over-insurance problem last 
June and felt that insurance company 
managements should establish their 
own controls. 


The policy benefits subcommittee 
has undertaken projects covering a 
compilation of specimen policy forms 
and related material of all HIA mem- 
ber companies and others for the as- 
sociation’s reference library and a sur- 
vey of policies and practices involving 
major medical. Mr. Ulfers said it is 
hoped a factual and up-to-date survey 
on the major medical situation within 
the industry can be secured. 

The conservation and renewal sub- 
committee assisted National Assn. of 
Insurance Commissioners in the de- 
veloping of a questionnaire circulated 
earlier this year. The weekly premium 
subcommittee did a bird’s eye view 
report on that type of A&S business. 

Subcommittees in themselves can- 
not actually solve any of the important 
problems but do serve in disseminat- 
ing ideas to the proper authorities, he 
said. The rest is in the hands of the 
industry itself and, therefore, reverts 
to individuals and companies. 


Nominate Williams To 
Head N. Y. A&S Club 


Raymond C. Williams, assistant man- 
ager of A&S of Mutual of New York, 
has been nominated as 1958 president 
of New York Accident & Health Club 
to succeed Edward E. Anderson, Com- 
mercial Travelers of Utica, N.Y. 

Other nominees are Frederic W. 
Bumby, manager of the A&S division 
of W. L. Perrin & Sons, 1st vice-presi- 
dent; Austin C. Fleury, assistant man- 
ager of A&S claims of New York Life, 
2nd vice-president; Douglas J. Moe, 
assistant secretary of United States 
Life, 3rd vice-president; Jacob H. 
Gleich, claims approver of Metropoli- 
tan Life, treasurer; Emerson P. Stan- 
ley, representative of claims adjusting, 
Commercial Travelers, assistant treas- 
urer; James J. Donaldson, manager of 
A&S claims of Mutual Benefit H.&A, 
secretary, and George J. Hills, chief 
claims approver of New York Life, 
assistant secretary. 

Executive committee nominees are 
William J. Kick, chief A&S underwrit- 
er of Fireman’s Fund Indemnity, and 
William F. McCarthy, legal investiga- 
tor of Equitable Society. Two more 
committeemen will be appointed later. 


Rowell Appointed Actuary 
For Health Service 


John H. Rowell, consulting actuary 
at Hillsborough, Cal., has been ap- 
pointed actuary for Health Service and 
Medical Indemnity of America at 
Chicago, stock companies owned by 
Blue Cross. He has been an examiner 
for the Pennsylvania insurance depart- 
ment and has been in an actuary 
capacity for Connecticut General, 
Kemper companies and California 
Inspection Rating Bureau. 
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Follmann Outlines 
Studies Needed To 
Improve Coverages 


Joseph F. Follmann, Jr., director of 
information and research of Health 
Insurance Assn., outlined at HIA’s 
annual individual insurance forum at 
New York the research which insur- 
ance companies should undertake to 
relieve the government from the ne- 
cessity of entering the A&S field to 
any greater degree. 

He urged more research into the 
effect of health insurance on the in- 
cidence and cost of medical care. In- 
formation is needed on the evolution 
of medical care, the development of 
broader outpatient care, whether these 
forms of care are insurable and the 
effect they might have on the cost of 
insurance. He asked for more informa- 
tion to judge whether dental care, 
practical nursing, home nursing and 
visual care are insurable. 

Mr. Follmann advocated more re- 
search into the incidence, extent and 
cost of duplication of coverage where 
it results in over-insurance, and the 
incidence and cost of over-utilization 
and abuse of coverage. The creeping 
higher costs which often appear to 
result from the existence of insurance 
should be investigated, too. 

More should be known about the 
aged, dependent persons, those em- 
ployed in small groups, those living in 
rural areas and impaired or substand- 
ard risks. 

Outlining several types of loss and 
morbidity experience needed, he said 
particular emphasis should be placed 
on certain aspects of major medical 





Aé&S Plan For Federal Workers 


Under the group A&S program for 
federal employes proposed by the civil 
service commission, a_ participating 
employe would be required to have 
both basic and catastrophic coverage. 
The government would pay a third of 
the cost. Basic coverage could be pro- 
vided by employes’ unions or associa- 
tions, fraternals or Blue Cross-Blue 
Shield, provided it met standards set by 
the commission. The commission is 
distributing a series of fact sheets 
explaining the plan. 


Northern Ind. A&H Assn. Elects 
Northern Indiana A. & H. Assn. has 
elected James Loomis, Associates Life, 
as president. Other officers are Wey- 
mouth Fogelberg, Prudential and Loyal 
Wilson Jr., Mutual of New York, vice- 
presidents; W. J. Roberts, Benefit As- 
sociation of Railway Employees, sec- 
retary-treasurer, and Harold B. Means, 
Continental Casualty, chairman. 


Hear Blue Cross Speaker 

“The Inside Story of Blue Cross” was 
described by G. F. Liechty, assistant 
director of Illinois Blue Cross and Blue 
Shield, at a meeting of Chicago Actu- 
arial Club. Mr. Liechty explained the 
theory and purpose behind Blue Cross 
and described the organization and 
mechanics in the U. S. 
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and the effects of various types of 
deductibles and coinsurance. More 
should be known about the incidence 
and nature of cancellation and non- 
renewal and of the cost inherent in 
any voluntary restrictions of these 
contractual rights in the instance of 
deterioration of health. 

He suggested that HIA’s committee 
structure, the cooperation of its mem- 
ber companies and its staff be brought 
into play. Some research needs can 
be satisfied by data from many sources 
outside the insurance industry. In 
some cases outside research agencies 
or personnel might have to be en- 
gaged for a specific purpose. In this 
way, creation of too large a staff on a 
permanent basis can be avoided and 
special funds can be used aside from 
the budget of the association. Other 
organizations such as Society of Actu- 
aries will play their role. 

“It is a refreshing and hopeful sign,” 
Mr. Follmann said, “to note that re- 
cently top management has taken cog- 
nizance of the needs for greater re- 
search at the industry level.” This will 
enable the A&S business to serve bet- 
ter the insurance needs of the public. 


Chicago A&H Assn. 

Told To Rekindle Faith 
s sje s 

In Disability Selling 

The need to “rekindle our faith in 
the future of the disability business” 
was stressed by William E. North, 
New York Life, Evanston, Ill, and 
membership committee chairman of 
National Assn. of Life Underwriters, 
at the first fall meeting of Chicago 
A&H Assn. 

Mr. North relayed to his listeners 
five findings which were among com- 
mittee reports at the NALU meeting 
in Detroit last month. These points 
brought out that: There is definitely 
a greater need for more training and 
greater efficiency; the public is en- 
titled to a better brand of service; 
there must be continued improvement 
in policy contracts and claim service; 
the insurance press is giving more 
space to disability insurance; everyone 
has a responsibility to do a better job 
if “we are going to keep the govern- 
ment out of insurance on a direct 
basis.” 

He suggested agents erect an imagi- 


nary tripod to form a firm foundation 
for disability selling. The first leg, he 
said, would represent a positive-think- 
ing mind. “If you are thinking neg- 
atively, you haven’t a chance,” he de- 
clared. 

To develop this positive frame of 
mind, Mr. North recommended that 
the agent should look for pleasant sur- 
prises, develop a sense of humor, as- 
sociate with pleasant people, make a 
habit of periodically reselling himself 
on the insurance business, and devel- 
op an anticipation of change and fight 
any tendency to oppose change. 

The second leg of the tripod repre- 
sented control of time, whereby the 
agent would allocate extra time im- 
proving himself. The third leg alluded 
to control of energy in which “we 
are employing our talents in construc- 
tive work to be worth the amount of 
money we are being paid.” 





Johnson & Higgins Promotes Foster 

Clark T. Foster has been elected a 
vice-president of Johnson & Higgins. 
He had been with Prudential since 
1940 before joining the company in 
1948. 
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SOMETIMES IT’S TOUGH 
ON COPY-WRITERS... 


Here we are, headed for Five Billions in force sometime in the 
next few months, and it ought to make good copy. 


We thought maybe we could say we will have done it quicker 
than anybody else, but the records show the Lincoln National and 
the Occidental started a few years after we did. 


We might say it had been done withous Group or Reinsurance 
. .. but we do carry Group on our own employees although we 
do not sell it otherwise, and back about 1915 we bought a small 
company called the Arkansas Life. 


Oh, well, it’s a pretty good record, anyway. By the end of 1956, 
only 14 other companies in the U.S. and Canada had ever done it. 
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FOR THE MAN READY FOR 


General Agent Qualification 


In the rich “Show Me State”’ in prosperous St. Louis, we have 
available at this time a wonderful opportunity for the man 


ready for General Agent status. 


National Reserve Life now well above the Two Hundred 
Million Dollar mark of Insurance in Force—is this year con- 
ducting a dynamic expansion program throughout its entire 
operating territory. Write us today for detailed information— 
and all correspondence is in complete confidence. You're assured 


complete home office cooperation. 


H. O. CHAPMAN...... President 
S.H. WITMER...... Chm. of the Board 
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Assn. Sales Clinics 


Two regional sales clinics sponsored 
by the West Suburban and North 
Shore branches of Chicago Assn. of | 
Life Underwriters featured a panel of 
agents demonstrating use of the tele- 
phone in making contacts and a talk 
by Warren L. Wood, speaker of the 
Illinois house of representatives and 
former broker, on “The Life Insurance 
Stake in Government.” Gerhardt C. 
Kruger, Equitable of Iowa, association 
president, spoke on what the national, 
state and local associations have ac- | 
complished for the agent. | 

Members of the West Suburban | 
panel at Elmwood Park, III., included 
Irene M. Marynak and Charles E. 
Bauer, both Prudential, and Elry F. 
Nickel and Howard Davis, both of Met- 
ropolitan Life. Miss Marynak, David | 
Esses, Prudential, Ray M. Wiese, Pro- 
vident Mutual, and Philip W. Adol- 
phus, New York Life, composed the . 
panel at the North Shore clinic in | 
Evanston. Francis J. Creaden, Metro- planning 
politan Life, was chairman for both | 
panels. 

To demonstrate their methods for | 
calling prospects, the panel members | needs mor e 
used telephones connected to the pub- 
lic address system so that the audi- | 
ence could hear both ends of the con- | th 
versation. The agents called prospects | an a 
who had received mailing pieces cal- | 
ling attention to a particular policy or | 


6 
lan. S ll Ited i int- | d 
plan, Some calls resulted in sppoint- | VET CING 
99 
machine! 


North Shore meeting had the unfor- | 
| creating sound life insurance 


tunate experience of catching no one 
at home in six straight tries. 

| programs takes time, hard work 
and training. They can’t be 
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Mrs. Elsa Dorsch of Illinois Bell 
Telephone Co. opened the program 
with a demonstration of poor tele- 











Loans are available for you on your renewal com- 
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phone techniques and ways to cor- 
rect them. 

Asking government to do for them 
things which they can do for them- 
selves will “cost you five times what 
it’s worth” Rep. Wood warned the 
agents. He added that, as government 
takes on new functions, it gets bigger | 
and bigger while the individual gets 
smaller. He urged the agents to “get 
into politics” and take an individual 
interest in government in order to 
avoid such a situation 

Rep. Wood praised the work of the | 
state association regarding insurance 
legislation, contrasting it with the ef- | 
forts of some lobbyists and organized 
pressure groups which often get what | 
they want whether or not it is for the | 
good of the people. “Nothing can be 
good for the people if it is bad for the | 

t 
| 
| 


_ agents like Fred G. Carl of 

| Buffalo, supply the long hours 

of careful planning; their company 
| provides them with the specialized 
knowledge to make that planning 
| effective. It’s a combination 

that produces successful agents 
and satisfied clients. 


insurance industry,” he said, “and no- 
thing can be good for insurance if it 
is bad for the people.” 


Neenah, Wis.—Fox River Valley  associa- 
tion heard C. E. O. Walker, of American Ap- 
praisal Co. of Milwaukee, speak on ‘Appraisal 
of Stock in Closely Held Corporations” at a | 
joint dinner meeting with Northeastern Wis- | 
consin CLU chapter. New CLUs were presented | 
with their certificates. 


The Mutual Benefit Life 


Insurance Company, Newark, N. J. 


Oconomowoc, Wis.—Alfred Korbel, general 
agent at Milwaukee for Central Life of Iowa, 
spoke on “Plans and Progress” at a meeting 
of Land O’Lakes association. 


Oakland-East Bay, Cal.—Lee Belshin, agent 
at Sacramento for Prudential, spoke on ‘An 
App a Day—Why Not?” at the October meet- 
ing. 
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Cedar Rapids Assn. Hits 
Record 190 Members 


Membership in Cedar Rapids (Ia.) 
Life Underwriters Assn. recently 
reached an all-time high of 190 when 
73 agents joined as the result of a 
concentrated drive headed by Cleo 
Edwards, Central Life Assurance, 
membership chairman. This is the lar- 
gest number ever to join at one time, 
and makes the association the second 
largest in the state. 


San Antonio CLUs Hear 
Impressions Of Life 


Insurance In Europe 


San Antonio, Tex., CLU chapter, 
heard G. Archie Helland, Connecticut 
Mutual Life, discuss his impressions of 
insurance conditions in England and 
the Scandinavian countries. He said 
that he visited 12 agencies in London 
and learned that the agencies write 
life, fire, and allied lines out of the 
same office. 

Mr. Helland said his plan to make 
a trip to the home of his father and 
mother had been made known to in- 
surance men in Norway and Sweden, 
and that as a consequence of this, he 
was invited to speak to insurance lead- 
ers in these countries. 

He said the European thinks of life 
insurance in terms of income for the 
individual rather than in terms of life 
value. The volume of life insurance 
in Norway and in Sweden has doubled 
and in Finland it has increased 20 
times since World War II indicating 
that this great increase has to some 
extent been related to inflation. 

During a visit with an English at- 
torney, he was informed that an agree- 
ment concerning ownership of a firm 
had as a basis life insurance so that 
the ownership might be retained by 
the family. He also spoke of an insur- 
ance agreed value on members of a 
law firm. This provided that if a mem- 
ber of the law firm should die, the 
wife would receive a specified amount 
of money as set out in a life insurance 
policy. 


Postpone Action On Dues 


Increase In Cincinnati 


Cincinnati Life Underwriters Assn., 
after considerable debate, voted last 
week to table a proposed dues increase. 
The scale offered by W. W. Ray, gen- 
eral agent John Hancock and past 
president of the association, called for 
annual dues of $16 for agents and asso- 
ciate members. General agents and 
managers under this scale would have 
paid the basic $16, plus a loading of 
$5 if the agency is up to $3 milllon 
annually; $10 for a volume of $3 mil- 
lion to $6 million; $15 for $6 million 
to $9 million; $20 for $9 million to $12 
million and $25 if over $12 million. C. 
Vivian Anderson, Provident Mutual, 
past president and past president Na- 
tional Assn. of Life Underwriters, led 
the opposition to the proposal. 

J. B. Rowe, John Hancock general 
agent at Charlotte, N. C., was the fea- 
tured speaker. 


Guilford Bell Traces Desire For 


Success To Association Meeting 

Guilford Bell, district manager of 
Prudential at Ukiah, Cal., told San 
Francisco Assn. of Life Underwriters 
that his desire to become a top-flight 
career agent stemmed from an associa- 
tion meeting he attended when he en- 
tered the business in 1954. 

He said the meeting convinced him 
that life insurance offered a career 
which would give him the opportunity 
to perform an important service for 
other people. Other factors contribu- 
ting to Mr. Bell’s success have been 
life insurance studies, hard work and 
an understanding of the needs of 
others. Only by owning an adequate 
amount of life insurance themselves 
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can agents radiate the necessary sin- 
cerity and belief in the service they 
offer to others, he said. 


Ind. Agents Mid-Year 
At Indianapolis, Nov. 15 


The mid-year meeting of Indiana 
Life Underwriters Assn. will be held 
in Indianapolis, Nov. 15-16, preceded 
by a zone IV leadership training 
school. 

The leadership school for local as- 
sociations in Indianapolis, Richmond, 
Connersville-Rushville, Franklin-Shel- 
byville-Greensburg, Columbus - North 
Vernon-Seymour, Madison, and New 
Albany will open at 9 am. on 
Friday, Nov. 15, and continue through 
lunch. The state meeting will start 
with dinner on Friday, followed by an 
open meeting of the executive com- 
mittee, adjourning Friday evening. 
The meeting will open again at Sat- 
urday morning and run through lunch 
as late as required. 


Several Hundred Attend 


Mich. Sales Caravan Session 


Sessions of the annual sales caravan 
sponsored by Michigan Assn. of Life 
Underwriters in lower Michigan drew 
attendance of several hundred agents. 
Joseph S. Graves, General American 
Life, St. Louis, spoke on “How I Write 
Over 500 Lives Annually.’”? Thomas R. 
Hawkins, Jackson, association presi- 
dent, and Curtis Patton, Pontiac, vice- 
president, accompanied Mr. Graves on 
the trip. 

The caravan covered Detroit, Grand 
Rapids, Kalamazoo, Lansing, and 
Frankenmuth. Flint, Saginaw and Bay 
City associations attended the Frank- 
enmuth meeting. 


Lewis And Rikelman To Address 
N.]. Assn. Sales Meet Nov. 16 

Bernard C. Lewis, Prudential, New- 
ark, and Benjamin Rikelman, manag- 
er of Metropolitan Life at New York, 
will address the New Jersey Assn. of 
Life Underwriters sales congress Nov. 
16 at the regional high school at Free- 
hold. 

Mr. Rikelman will speak on “Moti- 
vation.” Mr. Lewis’ subject will be “A 
Process but No Magic,” with slide il- 
lustrations to show how he has be- 
come a multi-million dollar producer. 


MILWAUKEE—William E. North, northern 
Illinois manager for New York Life, spoke 
at the October luncheon meeting. George L. 
Laikin, association counsel, led a discussion 
on an amendment to the custodian bill. 







The Extra 
Money Clause... 





... in Occidental’s Family Plan provides money to 
help take care of the added expenses created by 
the loss of the wife. 


Chis clause provides that if the wife dies, the 
husband will receive, in addition to a $1,000 lump 
sum payment, a $50 monthly income for a speci- 
fied period of time dating from policy issue. 


And Occidental’s Family Plan is flexible. It may 
either be bought as a rider on an existing Occi- 
dental Term, Life, or Endowment policy or as a 
complete package paired with a new Occidental 
policy.* The annual premium of this protection 
for the wife and all of the children is only $30 a 
unit, a maximum of three units available. 


These two factors of extra money and flexibility 
help this plan to fulfill a family plan’s purpose— 
protecting the family against a financial hardsh’ 
caused by the death of any one of its member: 


*State Laws permitting. 


"A Star in the West...° 







HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO!" 
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¥ YOUR PARTNER IN PROGRESS 


Good fieldmen grow that way. Through initiative. Through persistence. And through 
encouragement from the company they represent. Western Life, for example, helps 
its men to success through promotion and above-average earnings. Western fieldmen 
are among the best paid and the most satisfied in the business. 

Western believes that a man should be given the opportunity to advance just as fast 
as his ability warrants. The question is: Has your opportunity been too long in com- 
ing? If so, it may pay you to check with Western for a well-documented success story. 
We stand a ready partner in progress for men of ambition and proved production 


!nsurance in Force over $330,000,000 © Assets over $78,000,000 
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Write or Wire: Western Life « 
Western Life Bldg., Helena, Montana 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V.P. 
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Why Not Own A Fire-Casualty Company? 


How would you like a law that pro- 
hibited you, as a life agent, from writ- 
ing fire or casualty business but freely 
permitted fire-casualty agents to write 
life insurance on your clients? The 
answer is obvious. But is there any 
more sense to a law that prohibits 
a life company from acquiring a fire 
or casualty company, while setting no 
bars whatever against a fire or cas- 
ualty company’s buying all the life 
companies it has the money to buy? 
The answer seems equally obvious. 

Yet, at a time when fire-casualty 
companies are jumping into the life 
business by buying or creating life af- 
filiates, the New York department has 
just proposed legislation that would 
tighten beyond any possible doubt the 
present prohibition against even an 
out-of-state life company’s owning a 
fire or casualty company unless the 
affiliation existed before July 1, 1956. 

The way the New York law reads, 
a life company can’t acquire a con- 
trolling interest in a fire or casualty 
company because it would then be in- 
directly doing lines of business other 
than life, annuities and A&S, as spec- 
ified in the law. But there is no re- 
striction at all on fire or casualty in- 
surers owning life companies. 


This inconsistency makes little 
sense. Fire company stocks are solid 
substantial investments. The long- 


term record of the better ones makes 
many of the better life company stocks 
seem like late-blooming plants. To as- 
sume that these fire-casualty stocks 
are so volatile that they should be 
permitted in life company portfolios 
only in extremely limited amounts is 
at odds with the generally high re- 
gard in which they are held elsewhere. 
For example, the New York invest- 
ment firm of Wood, Struthers & Co. 
recently made a study of 21 leading 
fire and casualty companies, in which 
it was noted that the shares of 18 of 
them are legal for savings banks’ in- 
vestments in Massachusetts—and sav- 
ings banks are supposed to be pretty 
choosy about where they invest their 
depositors’ money. 

As to the present legal prohibition 
against doing a fire-casualty business 
even indirectly, through ownership of 
a controlling interest in a fire-casualty 
insurer, why should it be continued? 
True multiple-line operation, including 
life, is the accepted thing in England, 
where insurance companies have an 
enviable record for solvency. Similar 
multiple-line operations in this coun- 
try are among the most solid and suc- 
cessful insurance operations anywhere. 
Not all life insurers would want to 
go multiple-line, it’s true, but why 
not remove the hobbles from those 
that want to? 


The unfairness of the present re- 
striction, from the life company point 
of view, is obvious. It is no answer 
to say that it has been in effect for a 
long time without anybody getting 
aroused about it. That was before fire- 
casualty companies started working 


the life company side of the street. No- 
body in or out of the life company 
camp should have the slightest criti- 
cism or resentment against the fire- 
casualty insurers for going into the life 
business. If anything, life insurance 
people should feel highly compliment- 
ed that property and liability insur- 
ance executives regard the life busi- 
ness so highly. Never could it be more 
truly said that imitation is the sin- 
cerest form of flattery. 

The restrictions against life compa- 
nies’ entering the property and lia- 
bility insurance business are, of course, 
none of the fire-casualty insurers’ do- 
ing. In fact, the latter doubtless see as 
little sense in the legal barriers as 
life people do. Certainly, not even the 
most production-minded fire-casualty 
executive would contend that the pres- 
ent one-sided New York prohibition 
is fair or reasonable. 

Not every life company, of course, 
would want to go multiple-line, even 
if the barriers were removed. But for 
the companies that do, it seems il- 
logical to prevent them from doing it. 
In the main, these would probably be 
the companies that stand to lose the 
most business to the life affiliates of 
the general insurance companies. 

After all, where will most of the 
business come from that is obtained 
by these life affiliates? A lot will be 
business that would not have been sold 
but for the stimulation supplied by the 
parent company. But a lot will also 
be business that the agent would have 
placed with an independent life com- 
pany if his fire or casualty company 
had not had a life insurance running 
mate. The life company that loses this 
business will naturally want to make 
it up some other way. One way would 
be to build a fire-casualty clientele 
among its life agents and the general 
insurance men with whom it has thus 
far done only a life business. 

But even aside from offsetting lost 
business, there is another considera- 
tion: The growing trend of fire-cas- 
ualty companies getting into the life 
business will certainly accelerate any 
trend toward the writing of all lines 
of insurance through one agent or 
broker. If there is a trend of major 
proportions in the making, there are 
some life companies, though by no 
means all, that could get in on it to 
excellent advantage. But to do so they 
would need to own fire-casualty affil- 
iates. If they are barred from such 
ownership, it will be a disservice to 
the section of the public that would 
be the logical market for this across- 
the-board type of insurance service. 

What makes this entire question of 
exceptionally timely importance is the 
great interest in pre-authorized check 
plans of paying life insurance pre- 
miums. If there is such tremendous 
appeal in a plan that automatically 
pays the policyholder’s life insurance 
premiums by a monthly deduction 
from his checking account, how much 
greater would be the appeal if the 
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payment could be increased to cove 
also his complete insurance program 
—property and liability—on his house, 
its furnishings, his car, and everything 
else he wants covered. Since fire-cas. 
ualty companies with life affiliates 
can do this but life companies can 
because they can’t own fire or cas. 
ualty insurers, the discrimination 
against the life insurers assumes im. 
portant proportions. 

Instead of being tightened up, the 
New York law needs to be relaxeg 
so that life companies can own fire oy 
casualty affiliates if they want to. Rea. 
sonable safeguards may be adjudgeq 
necessary, to keep life companies from 
investing too much of their assets jn 
fire-casualty affiliates but if so they 
could be incorporated into the law or 
placed in the hands of the insurance 
department. In the light of today’s 
conditions—meaning the competition 
from fire-casualty insurers—the pres. 
ent New York restriction is an an- 
achronism.—R.B.M. 


PERSONALS 


Arthur G. Derr, general agent of 
Aetna Life in New Jersey from 1933 
until his retirement in 1947, and Mrs, 
Derr celebrated their 50th wedding 
anniversary at a dinner in the Colum- 
bus hotel at Miami. They now reside 
in Coral Gables, Fla. Mr. Derr, past 
president of Florida Assn. of Life Un- 
derwriters, was general agent of Aet- 
na in Florida from 1923 to 1933. 








Gerhard D. Bleicken, secretary of 
John Hancock, has been elected a 
director of Boston municipal research 
bureau, an agency concerned with 
the city’s operations and _ problems, 


R. Dean Ballard, who is in charge of 
the issue department of All -American 
Life & Casualty of Chicago, was mar- 
ried at Indianapolis last week to Mary 
Ruth Siebe, the daughter of Mr. and 
Mrs. Fred Siebe of Indianapolis. Mr. 
Ballard is the son of E. E. Ballard, 
president of All American L.&C. 


I. M. Sheffield Jr., chairman of Life 
of Georgia, has been elected president 
of Georgia Motor Club, an affiliate of 
American Automobile Assn. 


Howard W. Kacy, president of Aca- 
cia Mutual, has been elected a direc- 
tor of Washington Gas Light Co. 


Wilbur A. Smith, associate medical 
director of Equitable Society, has in- 
vited all eligible medical personnel 
with military reserve status in the 
New York-New Jersey-Connecticut 
area to affiliate with the recently acti- 
vated 635th U.S. air force hospital, 
air force reserve. Mr. Smitha, a colonel 
in the air force reserve, is hospital 
commander. 


DEATHS 


GEORGE S. BERE, 60, group actu- 
ary of London Life, died following a 
brief illness. He joined the company 
in 1916 at the home office, serving 
in various positions until he was ap- 
pointed group actuary in 1950. He was 
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an associate of the Society of Actu- 
aries, was chairman of the group life 
committee of Canadian Life Insurance 
Officers Assn., and had served as a 
member of the association’s uniform 


act committee. 


HARRY H. HUSTON, 57, general 
agent of Indianapolis Life at Logans- 
port, Ind., and son of the company’s 
first agent, Howard H. Huston, died. 
Mr. Huston had been with the com- 
pany since 1930 and was a member of 
the company’s top production organ- 
ization. The elder Mr. Huston was 
made an agent of Indianapolis Life 
in 1905 and helped write the first 
applications necessary to start the 


company. 


EARLE H. SCHAEFFER, 69, gen- 
eral agent of Fidelity Mutual at Har- 
risburg from 1917 until his retirement 
12 years ago, died at his home in 
Camp Hill, Pa. He joined the com- 
pany in 1910. He was a trustee of 
National Assn. of Life Underwriters, 
a founder and past president of the 
Pennsylvania association and a CLU. 





14% Ot New Hancock Family Plans 
Sold To Families Without Children 

Statistics on the first three months’ 
sales of John Hancock’s select ordin- 
ary family policies reveal that in 14% 
of all those written, no covered child- 
ren are included, The company attri- 
putes this to the fact that many young 
married couples are buying the policy. 

The average number of children 
covered at issue of the policy is 2.1. 
Families with one child or with three 
children account for 21% of the policy 
distribution, 2-child families account 
for the largest proportion, 29%, while 
families with four or more. fall to 15%. 

The average buyer of the family 
policy was 29 years old and his wife 
27. However, this age differential var- 
ied considerably. On the average, for 
husbands 18 or 19 years old, there was 
no age difference between husband 
and wife. Twenty-two family policies 
record the wife’s age as 16, however. 
For older husbands, the age differen- 
tial is 11 years. The average 40-year- 
old husband buying the policy is four 
years older than his wife, while the 
50-year-old spouse is seven or eight 
years older. 

Ninety-eight percent of the policies 
sold during July, August and Septem- 
ber were written for age combinations 
under which the wife was not more 
than 11 years younger nor more than 
seven years older than her spouse. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Nov. 5, 1957 
Bid Asked 



































MIRON NER 5 ies ccc cteacctacbesavceace 175 180 
Beneficial Standard .. 14% 15 
Business Men’s Assurance ........ 61 64 
Cal.-Western States ........ccccsce 80 84 
Columbian National .... 66 70 
Commonwealth Life ....... 20% 214% 
Connecticut General ....... 233 238 
Continental Assurance ... 87 92 
Franklin Life ........c.0. 5842 59% 
Great Southern Life ..........c..6 73 77 
Gulf Life 21% 22% 
Jefferson Standard oo... 74 76 
Kansas City Life ........ 1060 1080 
Liberty National Life . 29 31 
Life & Casualty ............ 173% 1834 
Life of Virginia ............... 9642 99 
Lincoln National Life ... 160 164 
National L. & A. wo. 94 Bid 
North American, I]. 17%2 1842 
N. W. National Life 78 82 
Ohio State Life ...... 250 270 

| Old Line Life ........ 43 48 
Republic Natl. Life 3612 372 
Southland Life ............... 70 75 
Southwestern Life oo... 95 100 
Travelers .. 70 71 
United, Il. 1934 2034 
Mere EB ci csscessecncsabiacccesecioe 25 26 
West Coast Life oo..ccccccsesssssseceseee 40 43 
Wisconsin National Life 62 66 
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Plan NAIC-FTC 
Conference For 
Week of Nov. 24 


Commissioner F. Britton McConnell 
of California has written Chairman 
Gwynne of Federal Trade Commis- 
sion to arrange for a conference be- 
tween members of FTC and “a small 
committee of insurance commission- 
ers” for the week before the mid-win- 
ter meeting of NAIC beginning Dec. 
2. The conference is intended to be 
confined to the commissioners per- 
sonally and the members of the com- 
mission. 

Mr. McConnell sent his letter to 
each member of FTC and to each 
member of NAIC. He said necessity 
for the conference does not arise out 
of the litigation between the compa- 
nies and FTC, but rather out of pub- 
lic interest. 

“The fundamental position of NAIC 
is that the states can protect the pub- 
lic in this respect (prevention of false 
or deceptive advertising) and have 
been doing so,’ Mr. McConnell de- 
clared in his letter. “Certainly it is not 
to the public interest to waste public 
funds, whether federal or state, in 
duplicating activities. We are confi- 
dent that all of the members of your 
commission will heartily agree with 
that principle. This being so, our con- 
ference need not involve technical ar- 
guments of jurisdiction but can be 
confined to an examination of the 
present activities and expenses of FTC 
with respect to regulation of adver- 
tising of insurance measured against 
corresponding activities of the states.” 





Gregg Says Families 
Emphasize Property Values 


More Than Human Life 


Property values are emphasized in 
the average American family far more 
than human life values, Davis W. 
Gregg, president of American College, 
told a gathering of Kansas City CLU 
chapter. 

He said he found property to be 
about 80% insured against fire, autos 
60% covered, marine ventures 100%, 
but life only 10%. The average family 
income is protected by insurance for 
only 17 months, and if debts and mort- 
gages are subtracted, the coverage is 
only for 11 months. 

“The American family has done a 
terrific job of accumulating income, 
but any sociologist will tell you they’ve 
done a lousy job of saving it, whether 
through insurance or otherwise,’ Mr. 
Gregg declared. 


Chicago CLUs Schedule 
Estate Planning Parley 


Use of trusts and life insurance in 
estate planning will be discussed at the 
1957 Economic Conference sponsored 
by Chicago chapter of CLU, Nov. 20-21, 
at the Prudential auditorium. 

Speakers at the 2-day conference 
will be Lawrence G. Knecht, Cleveland 
attorney and special counsel of Ohio 
Fiduciaries Research Assn., and Char- 
les B. McCaffrey, attorney and part- 
ner of Seefurth, McGiveran & McCaf- 
frey, insurance consultants of Milwau- 
kee. Paul W. Cook, Mutual Benefit Life 
of Chicago, will be moderator. 


Five companies have joined Life 
Office Management Assn., bringing 
total membership to 340. The new 
members are Howard Life of Denver, 
Detroit Mutual of Detroit, Union Na- 
tinnal Life of Lincoln, Neb., Carolina 
Home Life of Burlington, N. C., and 
Capital Life of Thailand, Bangkok. 


Rogan Orders Cut 
Of 25% In Wis. 
Credit Life Rates 


Commissioner Rogan of Wisconsin 
has ordered a reduction of 25% in 
credit life insurance rates. The order 
was issued under authority of 1957 
legislation making credit life subject 
to state regulation. 

Under the order, rates have been 
reduced to 75 cents from $1 for each 
$100 of incurred debt at the time of 
the installment sale. On loans pay- 
able in full on a specific date, the 
rate has been reduced from $1 per 
year per $100 of debt to $1.50. : 

While it is estimated that the re- 
duction will effect a total difference 
of $300,000 a year, further study of 
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rates for both credit life and credit 
A&S is being made, and the depart- 
ment stated that an additional $200,000 
change may result after a study of 
credit dividends is completed. Also 
under consideration is a system for 
returning a portion of prémium if tne 
loan is paid in advance or is refi- 
nanced. 


Aetna Total Dividends 
To Rise 9% In 1958 


Aetna Life has established a higher 
dividend scale for participating life 
policyholders in 1958. 

The total amount payable will be 
9% more than the present scale. A 
total of $5.8 million has been allocated 
for 1958 payments. Higher interest 
rates and lower mortality rates made 
the increase possible. 
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John D. Shafer, President 


Write for complete information on our 


ACCIDENT & HEALTH, LIFE AND HOSPITALIZATION PLANS 









A GOOD “TERM’’ TO USE 
ON ALL OCCASIONS 


CROWN LIFE 


OF TORONTO, 


YES...NEW. 


LOOK AT 


THESE RATES: 


CANADA 


all new Term Rates 


«#SO0lowincost!... 


ANNUAL COST 





$10,000 MINIMUM 


1 YEAR TERM { 
5 YEAR TERM { 


10 YEAR TERM { 


PER M 
Age at Age at 
issue issue 


3060 


Renewable 9 years -...°0-00..° 20.99 
Renewable to 296 65...°D-B2..°30.99 


Non Renewable --....°B.30.. 30.94 


NOW...GET YOUR COMPLETE GUIDE TO 
THE MOST COMPREHENSIVE TERM PLANS 


RIGHT 
NOW... 


BROKERAGE DEVELOPMENT DEPARTMENT, 
THE CROWN LIFE INSURANCE CO., 
120 Bloor Street East, Toronto, Canada 


Please send me your Term outline to: 
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Address ..... Gee cdede dsdiuccdedes Ciccedsdawen 
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HIA FORUM 


HteNATIONAL UNDERWRITER 


Claims Men Point Out Difficulties Caused By 
Lack Of Standard Definitions Of A&S Terms 


Insight into the difficulty caused by 
the lack of standard definitions of A&S 
terms was given by a panel of claims 
men at the annual individual insurance 


forum of Health Insurance Assn. of 
America at New York. 

The moderator was George F. Monks, 
manager of A&S claims of New York 
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@ some excellent territories still open (including a few major cities) in 


the United States and Canada. 


If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, write today to Robert O. Shepler, Vice- 
President. The Maccabees, Maccabees Building, Detroit 2, Michigan. 
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THE 


YOUR OWN AGENCY 


Pardonable 
race ..... 


beat. 


Ba personal producer’s contract second to 
none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 
program aids the new agent in making a rapid 
¢? climb to a top producer. 
GA complete portfolio of life and S&A insurance plans, 
/ designed to fit every prospect and his particular needs. They 
/ include a low-cost whole life plan, Family Guardian (family 
f group plan), Major Medical Catastrophe Insurance plans, and the 
4 most versatile decreasing term riders ever devised. 


MACCABEES 


Sound Growth 
Through Service 
a Tradition 


Life Insurance Company 
OF SOUTH CAROLINA 
COLUMBIA, S. C. 

Rudy Hayelman, Vice President 
& Agency Director 


... every once in a 
while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
interested in 

agency management, 
we've got... 


i) The Top agency build- 
ing contract! For the man 
who is looking ahead to a 
profitable, secure future in his 
own agency, our contract can’t be 


Founded in 1878 


Home Office 
Detroit 2, Michigan 














Life. Participants included Roland S. 
Jack, claims vice-president of Monarch 
Life; Elmer J. Rasmussen, manager of 
the A&S claims department and exec- 
utive superintendent of A&S under- 
writing of Continental Casualty; J. A. 
Cairns, vice-president of Federal Life 
& Casualty; Godfrey M. Day, 2nd vice- 
president of the claims department of 
Connecticut General; Kenneth C. 
Berry, 3rd _ vice-president of A&S 
claims of Lumbermens Mutual Casual- 
ty, and Howard LeClair, vice-presi- 
dent of Mutual Benefit H.&A. 
e 

Mr. Jack said it has become increas- 
ingly difficult to determine total dis- 
ability because of differing definitions 
of disability as it pertains to occupation 
and because of interpretation of total 
disability by the public and the support 
given by the courts. The definition 
causing the principal difficulty is the 
one which states: “Whenever used in 
this policy total disability means the 
complete inability of the insured to 
perform any and all of the duties of 
his regular occupation.” The definition 
of “inability of the insured to perform 
the duties of his occupation” has been 
construed literally to mean the inability 
of the person to perform the particular 
duties of his regular occupation. 

This has created problems and re- 
sulted in payment of benefits to people 
who may not have been able to perform 
their particular duties in one occupa- 
tion, but who were able to perform 
the duties of another occupation in an 
equally lucrative field. Everyone 
should speak the same language per- 
taining to total disability, Mr. Jack 
said. He pointed out that one company 
is obliged to continue payments under 
its policy when another company us- 
ing another definition could justifiably 
be relieved of payment. 


Mr. Rasmussen said the health in- 
surance industry has learned that pol- 
icyholders and courts do not necessari- 
ly speak the same language as em- 
ployed by companies in writing poli- 
cies. It was this theory that prompt- 
ed Continental Casualty to change its 
insuring clause wording to state that 
the policy insures against “bodily in- 
jury caused by accident and resulting 
directly and independently of all other 
causes in loss covered by this policy.” 

Definition of the word “accident” 
has caused most of the controversy and 
litigation involving the insuring clause. 
The accident insurance business early 
recognized that death and disability 
could result in a number of different 
ways. Insurers were prone to be over- 
correct in their attempts to word the 
policy so that they could only be re- 
quired to pay for the contingency in- 
sured against. Mr. Rasmussen con- 
cluded that redundancy of wording and 
widespread lack of uniformity creates 
confusion in the minds of policyhold- 
ers, courts and even company repre- 
sentatives. 

Mr. Cairns said the term “disabili- 
ty insurance” can cause misunder- 
standing and complaint. When unem- 
ployment follows disability, the little 
failings of human nature turn policies 
from disability insurance into income 
protection insurance. When retirement 
follows illness, these same character- 
istics tend to blur the fine line between 
sickness or accident and old age. Mod- 
ern long-benefit-term policies accen- 
tuate this. 

Perhaps disability benefit and in- 
come protection are similar terms and 
even synonymous in some minds, Mr. 
Cairns said. Although it is only a short 
step from income protection to retire- 
ment, since retirement is a form of in- 
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come loss, retirement itself is wholly 
unrelated to accident or sickness disq. 
bility. Yet, claims men can Cite case. 
where the insured has mentally de. 
fined his coverage as retirement jp. 
come. The language barricade will 
stand for years to come. To those who 
draft policies it will be disability insyy. 
ance, to agents and younger policyhold. 
ers—income protection, and to the 
oldsters—insured retirement. 

Mr. Day said the policy provision 
defining covered charges as necessary 
and reasonable or regular and custom. 
ary immediately runs into insuranee 








7 _ 
THINK... 
WHY are you paid the same 
commission as the lowest pro. 
ducers in your agency when you 
are consistently a top producer? 
©::: for low lapses the same 
as paid to other representatives 


for high lapses? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 
tinuing reward for attracting 
good producers to your agency? 


WHY are your renewal commis- 


WHY is your renewal commis. 
sion schedule so low if persis. 
tency is so vitally important? 


WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


WHY has the Accident and 


Qe Health Division of All Amer- 
can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 


now ranks among the top 125 com- 
panies. 


WHY is All American Life & 
Casualty Company, having 
started writing Life Insurance 


in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 
all of these questions . . . write— 


E. E. BALLARD, President, 


ALL AMERICAN 
hic a Casually 


el ILer-Neze) Company 


General Offices: All American Building 
PARK RIDGE, ILLINOIS 
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industry-medical profession relations. 
Unfortunately, when this question was 
first raised on an industry-wide basis, 
it was sometimes referred to as over- 
yse and abuse. This problem has 
gained increasing importance with the 
rise of group major medical and com- 
prehensive. However, this is not only 
a group problem because major med- 
ical also is making rapid strides on the 
individual basis. 

The reasonable and customary pro- 
yision will become an _ increasingly 
important phrase in A&S policies if 
the industry is to continue to write 
proad coverage at a premium accept- 
able to the public. The medical pro- 
fession is a strong ally in making that 
phrase effective, he said. 


* 

Mr. Berry said the perfect policy is 
one that will always be read alike by 
the insurer, the policyholder and the 
courts. The contract should clearly 
state its intent and be, within the limits 
of carefully selected language, proof 
against distortion into an undertaking 
more extensive than contemplated by 
the insurer or paid for by insured. The 
intent to limit coverage beyond the 
generally accepted interpretation and 
meaning of words and phrases should 
be authorized by policy definition. 

What should be paid, not what must 
be paid, should be the guide to action. 
A contract should not be ambiguous, 
uncertain or susceptible of strained 
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ness” and “disease” are broad terms de- 
scribing physical and mental disease or 
a condition lacking physical and mental 
well-being and causing loss covered by 
the policy. These words certainly in- 
clude bodily and mental infirmity, de- 
formity, anomalies and just plain 
miseries not otherwise excluded in a 
specific A&S policy, Mr. Berry said. 

Mr. LeClair said there are many 
different situations which confront a 
claim man when a surgical operation 
is involved. One question is: “Is it re- 
medial or necessary?” If a_ surgical 
operation is performed to correct an 
existing sickness or bodily injury 
which has met the other provisions of 
the policy, there is no problem. 

The procedure is necessary and re- 
medial and covered. There are times, 
however, when an operation is neces- 
sary, but not remedial. Examples are 
those procedures for diagnosis only. 
Another question confronting the claim 
man is what consideration can be given 
to elective procedures. 

Another field of surgical endeavor 
is cosmetic surgery. These operations 
are not looked upon favorably by the 
claim man except in the case of the 
surgical repair of scars which follow an 
accidental bodily injury sustained 
while the policy is in force. 

Consideration of all these problems 
involves the terms of the insuring 
agreement in the policy as well as the 
question of pre-existence. Elimination 
of a pre-existence as a defense after 
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when you interpretation. For example, the word 
ser? “sickness” may cause ‘the reader to the passing of the time limit period, 
wonder whether it means an illness, a_ the intention of the policy, and the ex- 
mpanies§ disease, a deformity, an infirmity or tent to which certain, if any, of these 
sions? just plain miseries and whether it re- procedures can be covered by the pol- 
: fers to a single sickness, a second epi- icy within the premium and consistent 
little con-f sode of the same sickness or a new or with good claim handling are also rel- 
ttracting— recurrent sickness. The words “sick- evant, he said. 
r agency? E = 
| commis- = ‘“ 
the same 
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if persis * IBM says it was, at contract date, the largest 
yrtant? commercial 795 system ever sold. (Only gov- 
i ! 
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. . 7 am S 
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When you sell for Canada Health and Accident Assurance Cor- 1905 — $2,606,950 
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COMPANY CHANGES 


American United Life 


James B. Christopher has been ap- 
pointed assistant vice-president for re- 
insurance at the home office in In- 
dianapolis. He will establish a rein- 





a 
surance office for the company en the 
west coast after the first of next year. 
Mr. Christopher has been in insurance 
for 11 years as agent, underwriter and 


HieNATIONAL UNDERWRITER 


group administrator for another com- 
pany in Birmingham, Ala. 

Serge Bushong has been named is- 
sistant director for group sales and 
Willard C. Thomas has been appointed 
regional manager for group for India- 
na, southern Illinois, Ohio, Michigan 
and Kentucky. Mr. Bushong has been 
regional group manager since 1956. Mr. 
Thomas has been in insurance since 
1946 and has been assistant agency 
director for another company. 


Manufacturers Life 


Manufacturers Life has appointed 
W. R. Parr manager of field training, 











Lew Ashworth leads an agency discussion of Midland’s ‘Full Circle of 


Security’’ programming service, which he 


“A company big enough for any job, 
small enough for personal service, 


says this man from Midland Mutual 


It was a big step Lewis J. Ashworth 


the business—all but two of them in a field management capacity— 
Lew joined Midland Mutual as general agent in Marion, Ohio. 
Three years later, Lew takes stock, sums it up this way: 


“My association with Midland has 


ways,” he says. “The big ‘plus’ is the close and intimate tie which 
general agents have with the company’s field-minded officers. It is 
a company big enough to do any job, yet small enough to give you, 
your men and your policyowners the kind of personal attention and 


service that can be so important.” 


“Working with a friendly, medium-sized company offers many 
advantages to the general agent. The opportunity for agency devel- 
opment and income growth is great. 


rience with Midland, I’m sure he'll 
than ever before.” 


If you’re interested in a general agency with a company extremely 


interested in your success, write to 
President and Director of Agencies, 


™, 





Serving Personal Security 
Needs Since 1906 


Midland Mutual Agency Building opportunities include openings in these areas: 


California, Illinois, Indiana, lowa, Kentucky, 
Ohio, Pennsylvania, Virginia, West Virginia. 


. MIDLAND MUTUAL 


~ LIFE INSURANCE COMPANY 


256 East Broad Street, Columbus 16, Ohio 


regards as ‘best in the industry.’’ 


took in 1954, After 22 years in 


been extremely fruitful in many 


And, speaking from my expe- 
be happier and more relaxed 


Charles E. Sherer, CLU, Vice 
for facts and figures. 





Maryland, Michigan, North Carolina, 





W. Kosowan manager of sales promo- 
tion and E. F. Frey advertising man- 
ager. Mr. Parr has held posts in branch 
offices in eastern and western Canada 
and prior to his recent appointment 
was supervisor of sales education. Mr. 
Frey has been advertising assistant 
since 1952. Mr. Kosowan has been sales 
aids assistant since 1952. 


Northwestern National 

Harlan F. Wheeler, group manager 
since 1952, has been elected 2nd 
vice-president and 
group manager. He 
joined Northwest- 
ern National in 
1938 and started in 
the group depart- 
ment three years 
later. Before that 
he was with Phoe- 
nix Mutual and 
New York Life in 
Minnesota and 
Wisconsin. 


Berkshire Life 


Dr. Frederick R. Congdon has been 
elected vice-president and medical di- 
rector. He was in private practice in 
Pittsfield before joining Berkshire Life 
as assistant medical director in 1945. 
He was named associate medical di- 
rector in 1952 and medical director in 
1953. 





H. F. Wheeler 


Travelers 


Kenneth Wright, superintendent of 
the payroll division in the comptroller 
department since 1955, has been ap- 
pointed assistant comptroller. Elmer L. 
Baxter, assistant superintendent of the 
payroll division since 1955, succeeds 
Mr. Wright as superintendent. 


Equitable Society 


Robert E. Shalen has resigned as 
executive vice-president of Patriot Life 


CAREERS 
UNLIMIT 





Shenandoah’s definite plan of advancement plus a 
rapidly expanding Agency operation present 
unique opportunities for achievement by well qualified underwriters. 


You'll like Shenandoah’s new and modern contract 


and liberal financing plan. Bonus is 


winners and for those receiving CLU designations. Inquiries are invited. 


G. Frank Clement, Vice President 
in Charge of Agencies 


Shenandoah Life 
Jnaurance Company 


Home Office «+ Roanoke, Virginia 
A MUTUAL LIFE INSURANCE COMPANY OWNED BY AND OPERATED FOR ITS POLICYHOLDERS 
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to become an associate actuary jy 
Equitable Society’s group actuarial py. 
reau. He entered the business wit, 
Prudential in 1937 and joined Patrig 
in 1954. 


Dr. Leonard D. Lewis has been q 
poir ed senior medical referee of Egy. 
table Society at Chicago to Succes; 
Dr. L. B. E. Oliver who has retipg 
aftet 38 years of service. Dr. Lew 
joined Equitable last year. 


AMERICAN INVESTMENT Li; 
—The company, a wholly owned syp. 
sidiary of American Investors Corp 
has received a charter in Tennessy 
and established headquarters at Wash. 
ington. George P. Marshall, owner y 
the Washington Redskins professiona) 
football team, is chairman and Frank 
Poole, president of the parent company 
is president. Ernest C. Steele, forme 
vice-president and actuary of Guaranty 
Savings Life, is executive vice-preg. 
dent and Ralph C. Hewitt, former) 
with Metropolitan Life, is vice-preg. 
dent and agency director. 





GUARANTY UNION LIFE—Hecty: 
R. Psomas has been appointed cop. 
troller of Guaranty Union Life. Pre. 
viously vice-president of operations, hy 
will have charge of integrating the ae. 
counting system with that of Wester 
& Southern Life when the merger wit 
that company is finally approved. M 
Psomas has been in Guaranty Union‘ 
accounting department for five years 


—_ 


VULCAN LIFE & ACCIDENT- 
J. E. Tidwell has been promoted t 
agency assistant in the ordinary de 
partment at the home office. He has 
been division manager. 





Occidental Life of California has pro 
moted David J. Huber to brokerage 
manager at Milwaukee. He has bee 
assistant brokerage manager and a 
agent there since 1955. 
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FRATERNALS 


Mo. Fraternal Congress 
Elects Mrs. Lucy Dray 


Mrs. Lucy Dray, Royal Neighbors, 
Chillicothe, Mo., has been elected 
president of Missouri Fraternal Con- 
gress at the annual convention in Kan- 
sas City. She succeeds Leo J. Anderson 
of Catholic Order of Foresters. 

Other officers are Daniel Duane, 
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moted ty 


St. Louis, 1st vice-president; Mrs. Mary 
Beem, St. Louis, 2nd vice-president; 
Mrs. Etta Orr, Richmond, 3rd_vice- 
president; Anna Kampman, St. Louis, 
4th vice-president; Naomi R. Brown- 
stone, St. Louis, secretary; Cecil Rauh, 
Perryville, treasurer, and Louis Fray- 
ling, Kansas City, sergeant-at-arms. 
Paul A. Jones, Columbia, Mo., state 
manager of Woodmen of the World, 
Omaha, spoke at the luncheon which 
was attended by 200 fraternalists. 


Milwaukee Fraternal 
Field Men Elect Jung 


Milwaukee Fraternal Life Under- 
writers Assn. has elected Herbert H. 
Jung, Aid Assn. for Lutherans, pres- 
ident; Lora Myrold, Scandinavian So- 
ciety, vice-president; Lillian Sharen, 
Degree of Honor Protective, secretary, 
and Peter Zuchowski, Catholic 
Knights of Wisconsin, treasurer. 
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W.O.W., Omaha Pays $165,104 For 
Free TB Treatments To Members 


Woodmen of the World, Omaha, has 
paid $165,104 for treatment of 114 
members in 25 states afflicted with 
pulmonary tuberculosis this year. More 


Mr. President ! ! ! 





reason why. 


than half have received in excess of 
$1,000 in free treatments. This is not 
part of the society’s insurance con- 
tract, but is provided as a free serv- 
ice to all members after one year of 
membership. 


Illinois Fraternal Names 


Rothermel Executive V-P 


William H. Rothermel has been 
named executive vice-president of Fi- 
delity Life Association. 

Mr. Rothermel joined Fidelity in 
1955 as director of sales and assistant 
to the president, and in 1956, he was 
named vice-president of the organiza- 
tion. Previously he was assistant pro- 
duction manager in the business ex- 
tension division of the Kemper group, 
and was also with United Benefit Life. 


AAL September Business 
Up 36% From Last Year 


Paid-for business of Aid Associa- 
tion for Lutherans in September was 
36% ahead of September, 1956, bring- 
ing the total for 1957 33% ahead of 
last year. During the month 13 rep- 
resentatives produced $100,000 or 
more. George C. Douglas, who passed 
the $1 million mark in August to lead 
AAL producers, maintained his lead 
in September. 





Knight Agency Sets Brokerage Meet 


The Knight agency of Union Central 
at New York will hold the third in a 
series of brokerage meetings from 3 to 
5 p.m. Nov. 21 at the Sheraton-Astor 
hotel. The session will cover the “flex- 
iplan,” a simple pension plan designed 
for small businesses. Edward J. Grif- 
fin, group and pension manager, and 
Milton H. Stern, tax counsel, will 
speak. 


Your Company Will Earn More Money 
If You Let Foundation Handle Details . . . 


Foundation is a new kind of organization with a new 
concept of service for the life insurance industry. 
© Insurance company clients of Foundation Life Insurance Service 


Co. are well above the average in growth and earnings when com- 
pared with the rest of the life insurance industry. And there's a good 


The executive personnel of these client companies are free to 
concentrate on sales, sales and more sales. Foundation takes care of 


all the home office detail work, and does it less expensively. 


For instance, Foundation will process your applications, issue your 
policies, mail your premium notices, audit and pay your bills, and do 
your premium and general accounting. 


We'll relieve you of the burden of these home office chores and 


save you money on administration expense. More important, you and 


your executive personnel will be able to devote all your efforts to 


building sales. 


Box 321, Northside Station 





Write today and let us show you what we can do for your company. 


Foundation Life Insurance 
Service Company 


Atlanta 5, Georgia 


LIFE INSURANCE EDITION 


Union Labor Life Buys 
American Standard Life 


Union Labor Life’s directors and 
stockholders have unanimously ap- 
proved the purchase of the assets and 
insurance of American Standard Life 
of Washington, D. C. 

Both companies will be merged im- 
mediately. The new company will con- 
tinue to operate under the name of 
Union Labor Life. The home office 
will remain at New York. Officers and 
directors of the continuing company 
will be the same, except for the elec- 
tion of Joseph D. Keenan, secretary- 
treasurer of International Brotherhood 
of Electrical Workers and a vice-pres- 
ident of AFL-CIO, to the board. 


@ 

American Standard was established 
in 1924 as Union Cooperative Insur- 
ance Association. Its present name was 
adopted in 1938. It was formed for 
the primary purpose of providing life 
insurance for the members and fami- 
lies of the electrical workers union. 
Although the company grew well in 
its early days, it has not been too ag- 
gressive in soliciting new business in 
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Life 
guishes a man — 
professional stature 


J. D. Ingram, 
Chicago 


tion has just been 


the 68th annual NALU con- 
vention, we offer our best wishes 
for a very successful future. 


Particularly, we 


these seven new CLUs from the 


Equitable Life of 


brings to a total of 67, the num- 
ber of Chartered Life Under- 
writers among our field and 
Home Office associates. 
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recent years. Life insurance in force 
at the end of 1956 totaled $16,207,626. 
Union Labor Life has $950 million of 
ordinary and group life in force and 
also writes group A&S. 

Mr. Tobin said the merger has been 
a goal of Union Labor Life since its 
earliest days. 

American Standard stockholders ap- 
proved the sale at a special meeting. 

The new company is owned by the 
trade union movement and has repre- 
sentatives of most unions affiliated 
with the AFL-CIO either on its board 
or its advisory committee. 


Irby Agency Forms Life Subsidiary 


A. F. Irby & Co., fire and casualty 
general agency in Atlanta, has formed 
a wholly-owned subsidiary known as 
Southeastern Life Managers. Joseph A. 
Glandorf has been appointed manager. 
All forms of life policies will be of- 
fered, plus facilities for handling any 
type of risk, pensions, estate planning 
and group. 


Jefferson Davis Life of Biloxi, with 
$600,000 of capital stock, has been 
charted in Mississippi. 
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NEWS OF FIELD MEN 


H George A. Norwood, district manager 
Paul Revere Life in Santa Rosa since May, will be agen- 
John W. Shenk, general agent at New cy manager there. Mr. Rawson joined 
Orleans for two years, has been named Mutual at Boise, Ida., in 1952 and be- 
general agent at came assistant manager in 1953. Mr. 
Shreveport to suc- Norwood joined the company at Oak- 
ceed E. L. Frank- land, Cal., in 1947 and was promoted 
lin, who has re- to assistant manager in 1949. He went 
tired. Mr. Shenk, to the home office for managerial 
who entered the training in 1956. 
business at Pitts- 
burgh in 1940, 
formerly was as- 
sistant manager of 
Home Life of New 
York at New Or- 
leans. Mr. Franklin 
will continue with 
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General American 


Harry L. Ehrenberg has been ap- 
pointed general agent in Little Rock. 
He has been district manager and has 
been with General American Life since 
1956. Before that he was with New 





the company in a England Life. 

personal sales J. W. Shenk 

capacity. < i 

William H. Benedict has been named Occidental Of California 

home office group representative of Robert M. Fox has been named gen- 

Paul Revere Life at Seattle. eral agent in Whitefish Bay, Wis., a 
suburb of Milwaukee. He joined the 

Mutual of New York company in 1954 and has been broker- 


Mutual of New York will open agen- @8€ manager at Milwaukee. 


cies at Santa Barbara and Santa Rosa, 

Cal., Jan. 1. Reed E. Rawson, who has . . 

been undergoing special managerial United States Life ; 
training at the home office since 1956, Lester M. Wintz, formerly with Met- 
will become manager in Santa Barbara. ropolitan Life, has been appointed gen- 
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MEDICAL EXPENSE MEDICAL EXPENSE 
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FOR INDIVIDUALS AND FAMILIES: Unallocated benefits for accident 
and sickness (treatment in home, hospital or doctor's office) .. . level 
premiums ...special children's rates...minimum exclusions... pays 
regardless of other insurance in force except Workmen's Compensa- 
tion or Occupational Disease Act or Law Benefits. GET ALL THE 
FACTS TODAY. (*2 years in Calif.) 
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eral agent of United States Life at 
Elmira, N. Y. 

The Rushwick & Lyons insurance 
agency has been appointed a general 
agency at Mattapan, Mass. Co-general 
agents are Joseph Rushwick, formerly 
a group field representative, and Lester 
Lyons, formerly with Metropolitan 
Life. 

Robert D. Beards has been named 
brokerage supervisor of White & Win- 
ston agency at New York. He has been 
in group sales with Schenck & Schenck 
Inc., New York City insurance agency. 


Indianapolis Life 


William S. Park- 
er has been ap- 
pointed general 
agent in Miami for 
Indianapolis Life. 
He entered the life 
insurance field in 
1951, has comple- 
ted the LUTC 
course, and is a 
member of Na- 
tional Assn. of 
é Life Underwriters 
3 and General Ag- 
William S$. Parker ents & Managers 
Assn. 





American United Life 


Jesse R. Ed- 
mundson has been 
appointed manager 
at Dayton, suc- 
ceeding Theodore 
R. Bailey, who has 
been American 
United agency 
manager there for 
25 years. Mr. Bai- 
ley will continue 
to serve his policy- 
holders. Mr. Ed- 
mundson has been 
in insurance for 
four years. 





J. R. Edmundson 


Prudential 

Thomas Randis has been appointed 
district manager in Newark to succeed 
John J. Watters, who heads a new 
district at Cedar Grove, N.J. Mr. Ran- 
dis has been a staff manager at 
Kearny, N.J. 

Salvatore Privitera has been named 
district manager at Buffalo. Managers 
William J. Kreish and Harry Barris 
have been transferred to other districts 
in Buffalo. Mr. Privitera succeeds Mr. 
Kreish at East Buffalo; Mr. Kreish re- 
places Mr. Barris at Fillmore and Mr. 
Barris succeeds the late Howard J. 
Woods at North Delaware. 


Great-West Life 


Gordon F. Cantelon has been named 
manager of the new branch office in 
San Francisco. The office will con- 
centrate on development of business in 
the San Francisco bay area. Mr. Can- 
telon has been with Great-West Life 
for 13 years, serving in both home 
office and field assignments. He was 
branch manager at St. Louis for seven 
years. 


Connecticut Mutual 


Robert Rachlin has been named su- 
pervisor of the new Remick Agency at 
New York. He has been with Connec- 
ticut Mutual at New York for six 
years. The agency occupies the entire 
16th floor at 12 East 41st street. 


Life Of Virginia 


Charles P. Bris-Bois, associate dis- 
trict manager at Rocky Mount, N. C., 
has been promoted to field training 
supervisor to supervise the training of 
agents in several North Carolina dis- 
trict offices. 
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Equitable Society 


Robert N. Wenzlaff, unit Manager j; 
the Woody agency at Chicago, has bee, 
appointed manager in New York Cip 
to replace Sidney J. Smith, who }, 
been named manager at Portland, Me 
Edward L. Kurtz, manager at Portlan; 
since 1943 and with Equitable sing, 
1924, has been appointed assistant to 
Melville P. Dickenson, senior vig. 
president. 

W. Halsey Wood has retired as map, 
ager at Hempstead, N. Y., a post he 
has held since 1943, and will go in, 
personal production with the compan; 
Edwin J. Debus, manager at Jamaic; 
N. Y., has been transferred to Hemp. 
stead. Gerald D. Good, manager in Ne, 
York City, has been moved to Jamai¢ 
while the organization he former; 
headed has been consolidated with th, 
Manhattan agency managed by Milt; 
Weiner. Edward J. Skou, manager ;: 
Brooklyn, has been named head of; 
new agency at Babylon, N. Y. Josep} 
Orshan, unit manager for 11 of his 9 
years with Equitable, has been pp. 
moted to manager in Brooklyn. Fel 
Zaremba, a unit manager since 194 
has been named manager of a ney 
agency at Manhasset, N. Y. 

Named unit managers are Stuart 
Anderson, New York; Robert W. Buck 
enberger, Battle Creek, Mich.; Robe 
H. Keating, Newark; Gilbert M. Reic, 
Chicago; Lawrence F. Seckington, [ 
Vegas, and Walter Kelly, Portland, 0x 





Massachusetts Mutual 


John S. Lamb has been named djs 
trict manager of Massachusetts Muty 










Haute Assn. of Life Underwriters. 


Northwestern Mutual Life 


Russell Law Jr., general agent o 
Northwestern Mutual at Wichita sin 
1955, has been appointed general agen 
at Miami and not Miami Beach as 
reported in last week’s issue. 


Mutual Benefit Life 


Maurice Goldstein has been appoint: 
ed general agent at Charleston, S. ( 
Agency headquar 
ters have bee 
moved from (po 
lumbia to Charle 
ton. Mr. Goldstei 
succeeds N e well 
Crawford who wi 
remain in charg 
of the distrit 
agency at Colum 
bia. Mr. Goldstei! 
entered life insur 
ance in 1952 afte 
15 years in th 
furniture busines 

Maurice Goldstein He is a life men 

ber of Million Dol: 
lar Round Table. Before _joinin 
Mutual Benefit, he was with Nev 
England Life at Charleston. 








Connecticut General 

Nicholas J. Farago and William A 
Kirk have been named staff assistants 
at New York and Syracuse, respective 
ly. Mr. Farago joined Connecticut Get- 
eral in New York. in 1955. Mr. Kiti 
has been at Syracuse since 1956. 


Pilot Life 


John T. Knox has been named 4 
sistant general agent of Pilot Life # 
Dallas. He formerly was with Soutl 
land Life. 


Monumental Life 

James Tucci has been promoted 
district manager of Monumental Lit 
at Philadelphid. ‘He has been a 
home office representative since 1954 
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LIFE INSURANCE EDITION 


NEWS OF LIFE POLICIES 





Pre-Authorized Check 
Plan Introduced By 
Manufacturers Life 


Manufacturers Life has introduced a 
pre-authorized check plan known as 
“Manu-matic,’ under which monthly 
payments are 3% less than regular 
monthly premium rates. 

The plan is an automatic method 
through which the policyholder au- 
thorizes the company to draw a check 
each month and authorizes his bank to 
accept the checks. 

A new policy with a monthly pre- 
mium of at least $10 qualifies for 
the plan. Existing policies may then 
be brought under the arrangement and 
one check is drawn to include all pre- 
miums. The bank receives a pre-au- 
thorized check of standard size which 
can be handled as a cash item. 


Ins. Co. Of Oregon Family 
Policy Applies New 


Merchandising Technique 


A family policy called the “family 
thriftway plan” has been introduced 
by Ins. Co. of Oregon, and accompa- 
nying the policy is an application of a 
novel merchandising technique in the 
form of an attractive cover sheet and 
brochure giving a resume of the plan. 

Each unit provides $5,000 of whole 
life on the husband, in 1, 1%, 2, 2% 
and 3 units, and for the wife, $1,000 of 
term until husband is age 65. Each 
child has $1,000 term until age 22. The 
policy pays $10,000 on husband in 
event of accidental death before age 
65 and premiums are waived if hus- 
band becomes permanently disabled 
before age 60. 

The easy-to-read brochure quotes 
premiums and explains how the pol- 
icy works. 


Volunteer State Life 
Offers Family Policy 


Volunteer State Life recently 
brought out a family policy, one unit 
of which provides $5,000 whole life on 
the husband, premium for which is 
level during his lifetime. Waiver of 
‘premium disability benefit is included 
on:-his life, and accidental death bene- 
fit may be added, but on the husband 
only. If the wife dies before the hus- 
band, an additional $1,000 of term to 
65 will be added on the husband’s life. 

The wife is covered by term to the 
husband’s age 65 in amounts varying 
from $1,000 if she is the same age to 
$2,603 if she is 12 years younger or to 
$580 if she is 7 years older. 


Each child who has not reached his 
18th birthday, including any born or 
legally adopted after the issuance of 
the policy, is granted $1,000 term in- 
surance expiring on the child’s 25th 
birthday, or at the father’s age 65, if 
sooner. 


Loyal Protective Adds 
Mortgage Term Riders 


Loyal Protective Life has introduced 
a new series of mortgage redemption 
riders designed for mortgages amor- 
tized over 15, 20, 25 and 30-year peri- 
ods. Premiums are payable for 12, 16, 
20 and 24 years respectively. 

There is no fixed ratio of decreasing 
term rider to basic permanent insur- 
ance under this new plan. The mini- 
mum basic policy is $2,000 and the 
minimum rider provides $3,000 of ini- 
tial insurance. These riders provide 
for conversion of 80% of the remain- 
ing term insurance without evidence 
of insurability at any time prior to 
five years before the expiry date, up 
to age 60. 


National Guardian Life 


Introduces Family Plan 


National Guardian Life has intro- 
duced a family plan with each unit 
providing $5,000 endowment at 85, in- 
cluding double indemnity and waiver 
of premiums on the husband. In ad- 
dition, the husband will have $1,000 
term to age 65 if his wife predeceases 
him. The wife is covered by $1,000 
term to the husband’s age 65, including 
double indemnity if she is the same 
age, otherwise the amount varies. Each 
child is covered by $1,000 term to his 
21st birthday. 

The premium for this policy remains 
level over the entire contract period. 
It does not decrease with the death 
of the wife or of any child, nor with 
the expiry of the disability or double 
indemnity benefits. 





Bankers Security Life Issues Its 


First A&S Policy To Gene Tunney 


The new A&S division of Bankers 
Security Life of New York has issued 
its first policy to Gene Tunney, former 
world heavyweight boxing champion. 
Mr. Tunney designated the Police Ath- 
letic League and the Catholic Youth 
Organization as joint beneficiaries of 
a new $10,000 ordinary policy and un- 
der the loss of life provision of the 
A&sS contract, also for $10,000. 

G. Albert Lawton, president of 
Bankers Security, presented the acci- 
dent policy to Mr. Tunney, a leader in 
youth activities and other philanthrop- 
ic and civic movements. Mr. Lawton 
said others might be interested in using 
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insurance to contribute to philanthrop- 


ic and charitable organizations. 


Berkshire Boosts 1958 


Dividends And Interest 


Berkshire Life has established lib- 
eralized dividend and interest sched- 
ules for 1958. 

The dividend scale will pay policy- 
holders $300,000 more in 1958. This 
represents a 20% increase over the 
total of dividend and excess interest 
disbursements paid in 1957. 

Interest at the rate of 3.35% will 
be paid on dividends left to accum- 
ulate. Interest at 3.25% will be paid 
on funds, either withdrawable or non- 
withdrawable, left with the company 
under settlement options. 


U. S. Life Introduces 
Monthly Check Plan 


monthly check plan providing a system 
for paying premiums more convenient- 
ly and at less cost than the regular 
monthly rate. Eligible policyholders are 
those with regular checking accounts at 

United States Life has introduced a 
banks which have accepted the plan. 
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Minimum premium requirement is $5 
per month. As many as six policies 
within one family may be combined in 
one check. 


Mutual, N. Y., To Pay 
Dividends Totaling 
$43.3 Million In 1958 


Mutual of New York has tentatively 
allotted $43.3 million for dividends to 
policyholders in 1958. This is 4.3% 
more than if the present dividend 
scale were continued for next year. 

About two-thirds of the $2,698,000 
increase reflects better interest earn- 
ings, while the last third is due to a 
greater amount of insurance in force. 

As part of this allotment, Mutual 
has increased interest rates on par- 
ticipating supplementary contracts 
from 3.15% to 3.25% and on dividend 
deposits from 3% to 3.25%. 

The allotment has been approved 
tentatively by the board so that policy- 
holders due to receive dividends in 
January can be paid promptly. The 
action is subject to fina! ratification in 
Januar? 
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Are the reasons 


BANKERS LIFE of NEBRASKA has shown 


such a TREMENDOUS INCREASE 
in BROWERAGE SALES 


($25,000 Minimum) 


(ee THE EXECUTIVE LINE 
Executive Special — The Return Premium Executive — 


(ep THE BUSINESS SPECIAL ($10,000 Minimum) 
ee THE SIXTY-FIVE SPECIAL ($10,000 Minimum) 


THE PREMIUM INVESTMENT PLAN 
(20-year guaranteed premium return) 


THE PROGRESSIVE BENEFIT PLAN 
(exclusive Juvenile Plan) 


PARTICIPATING ANNUITIES 
PARTICIPATING SETTLEMENT OPTIONS 


(Return Premium Rider-Level Term, Additional Protect. 
ion Rider, Family Income Rider Available For 25 Years) 


[ep UNDERWRITING (substandard Risks up to 500% 


We Invite Inquiries 


Please Write, C. H. Heyl, Vice-President and Director of Agencies 














18 


Agency Executives 
Suggest Solutions To 
Management Problems 


Persistency, training, marketing, re- 
lations between home office and field, 
and brokerage business were among 
the problems discussed in an agency 
management panel presented at the 
annual individual insurance forum 
held at New York by Health Insur- 
ance Assn. of America. 

Moderator was I. A. Maher, 3rd 
vice-president of Washington Nation- 
al. Speakers were Allen Cureton, as- 
sistant vice-president and director of 
A&S agencies of Republic National; 
William C. Woodyard, superintendent 


FieNATIONAL UNDERWRITER 


of the individual A&S department of 
Zurich; Raymond C. Swanson, agen- 
cy vice-president of Monareh Life, 
and E. D. Speer, vice-president of 
Great American Reserve. 

The agent plays an important part 
in improving A&S persistency be- 
cause he is the only contact most peo- 
ple have with the company, Mr. Cure- 
ton said. The salesman should be a 
career agent and A&S policyholder 
who realizes that the business that 
stays is the business that pays. He 
must believe that every working per- 
son should protect his income. He 
should be honest in his interviews and 
deliver the policies personally to point 
out what the coverages will and will 
not do, thus avoiding misunderstand- 
ings that might take the contracts off 
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to make payment in advance. 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
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1. Age: Late 20’s to early 40’s. 


and employees. 


company. 


Send Résumé: 


MANAGEMENT CONSULTANTS 
WITH 
LIFE INSURANCE EXPERIENCE 


A leading national public accounting firm has a few permanent openings for 
outstanding men in their Management Controls Department in Dallas. This 
department offers a consulting service to the firm’s clients in the Southwest 
on organization planning, data processing, management development and admin- 
istrative control systems. Here is our idea of the men we are looking for: 


2. Personal qualities: An intensive interest in new and better ways of doing 
things, a sincere interest in people, and the ability to 
gain the confidence and respect of presidents, executives 


3. Experience: Good basic background in life insurance resulting from inten- 
sive education, and wide experience in organization planning, 
data processing and management accounting. Such experience 
must have been gained as a staff assistant to a key executive, 
as a high level systems man, as a controller, or as a participant 
in a management development program of a major life insurance 


4, Compensation: Open, depends on persons know-how. 


Box X-61, c/o The National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, II. 








basis. 


of the Company. 


AGENCY VICE PRESIDENT 


Inquiries are invited for the position of Agency Vice President of the Great 
Northwest Life Insurance Company, Spokane, Washington. 

Requirements 
1. Ability to recruit and work with Ordinary Agencies developed on a quality 


2. Successful record showing stable association with present company. 
3. Desire to advance immediately to the position of senior agency responsibility. 
4. Familiarity with the West Coast States. 
Description of the Position 
1. As Agency Vice President you will be a member of the senior management 


2. If you are qualified this should be the beginning of a lifetime association. 


3. The Great Northwest Life is interested in sound steady growth based on 
offering a quality product in the Ordinary Field on a fully competitive basis. 


4. The Salary will be attractive and will depend on your experience and ability. 
5. The position will give you the opportunity to build your estate through the 
purchase of stock on a very favorable basis. 
Direct inquiries to: W. P. Weaver, President. 

Great Northwest Life Insurance Company 

Spokane, Washington 








EXCELLENT OPPORTUNITY FOR 
QUALIFIED GROUP SUPERVISOR 


Successful applicant will assume manager- 
ship of Group Branch Office of large ag- 
gressive national Life Insurance Company 
now expanding its Pacific Coast Group 
facilities. Preference given to man 25-35 
years old with 3 to 5 years Group Field 
experience in San Francisco and vicinity. 
Send detailed résumé, salary requirements, 
and small recent photo. All replies confi- 
dential. Box X-62 National Underwriter 
175 West Jackson Boulevard, Chicago 
4, Hinois. 











ACTUARY 


To work in CALIFORNIA State Depart- 
ment of Insurance. Requires three years of 
responsible actuarial experience with a life 
or casualty insurance company, consulting 
actuarial practice, or an actuarial position 
in a governmental agency. The current sal- 
ary range for this position is $821-1000 per 
month. A salary range of $1000-1100 is re- 
ceived when out-of-state insurance exam- 
inations are required. Nationwide civil 
service examination. Apply before Novem- 
ber 22, to California State Personnel 
Board, 801 Capitol Avenue, Sacramento 
14, California. 





the books. He should not lose touch 
with his clientele and he should work 
in the community where he resides. 

The company should give agents a 
good training program that teaches a 
thorough knowledge of coverages, Mr. 
Cureton said. Salesmen should be 
trained to call on clients healthy and 
wealthy enough for the coverage they 
need. The company must believe that 
A&S is a primary part of an insur- 
ance program, not just a fringe bene- 
fit. Claims and policyholders, service 
departments must realize this and be 
cooperative, prompt and courteous in 
handling claims and correspondence. 
fit. Claims and policyholders’ service 
keting A&S are limited only by one’s 
imagination. Few coverages can stim- 
ulate the imagination as A&S does. 
As an example, he described an ac- 
cident policy that supplements work- 
men’s compensation. It is an accident 
loss of income policy written on an 
individual basis. The agent can sell it 
to employers while closing a work- 
men’s compensation case. 

Until the loss of income from death 
or disability is covered, Mr. Swansen 
said, hospitalization should always be 
a secondary item. The family buying 
only hospitalization coverage is much 
like the family with only a clean-up 
fund in life insurance. Although med- 
ical and hospital expenses are high 
today, nearly all large medical bills 
are accompanied by long periods of 
disability. The loss of income can ex- 
ceed the medical bills. 


Turning to the matter of creating 
good relations between the home of- 
fice and field, Mr. Swanson said ev- 
eryone in a home office service de- 
partment dealing directly with the 
field force should have a fairly com- 
plete understanding of the compensa- 
tion plan for agents. To a home office 
man without point-of-sale experience, 
one application or one policyholder 
does not seem as important as it does 
to the individual agent. The home of- 
fice underwriter should recognize that 
the agent, being a salesman by tem- 
perament and having a financial stake 
in the application, naturally will try 
to sell the idea of issuing the policy 
and is not being difficult. A word now 
and then that the home office under- 
writer knows what the agent has gone 
through to obtain the application will 
lessen the sting of the rejection. 

Any letter from any service depart- 
ment which irritates a policyholder 
will, in turn, irritate the agent. Great 
care should be taken in handling all 
policyholder relationships to avoid lo- 
sing them through negligence or irri- 
tating letters. These letters are bound 
to widen any gap between home of- 
fice and field, he said. 

After two years of aggressive cam- 
paigning, Great American Reserve is 








OPPORTUNITY IN SAN FRANCISCO 
Life Underwriter experienced in estate plan- 
ning and business insurance to service 
extensive clientele and close large cases. 
Average case exceeds $200,000. Staff de- 
velops and qualifies prospects. Lucrative 
business established 17 years. Vacancy due 
to death of partner. No age limit. Substan- 
tial earnings possible. 
Management Service Associates 
68 Post Street, San Francisco, California 
Exbrook 2-1942 








ATTENTION OFFICERS 
Member of Million Dollar Round Table. 
Successful management and sales experi- 
ence. Desires own agency or position as 
agency Manager. Write Box NY-70, c/o 
The National Underwriter Co., 17 John St., 
New York 38, New York. 
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Assn. Of Life Counsel 
To Meet Dec. 9-10 Ai 
N. Y.; Holz To Speak 


Assn. of Life Insurance Counsel wij 
hold its winter meeting Dec. 9-10 
the Plaza hotel at New York. 

Speakers and their topics on Dee, g 
will be Superintendent Holz of New 
York, “Are the Laws Governing Life 
Insurance Company Investments 
Abreast of the Times?”; David F. Hox. 
ie, associate general counsel of Na. 
tional Life of Vermont, the life insur. 
ance law of Vermont, and John F 
Gleason, assistant general counsel of 
New York Life, pre-authorized check 
plans. 

The Dec. 10 program will include 
Theodore J. Fraizer, general counsel] 
of Lincoln Liberty Life, unreported 
insurance cases; J. William MacKip. 
non, attorney of Metropolitan Life, a 
Canadian approach to individual re. 
tirement plans, and Ralph J. Gustin 
Jr., 2nd vice-president and counsel] 
of John Hancock, some considerations 
in financing by lease and contract, 

Adolphus B. Scott, general counsel 
of Atlantic Life, will conduct a panel, 
“This Troubles Me.” Speakers will be 
Ralph A. Church, assistant general 
counsel of Equitable of Iowa; Lucien 
D. Gardner, general counsel of Pro- 
tective Life; Gerald M. Swanstrom, 
general counsel of Northwestern Mu- 
tual, and Donald Q. Taylor, assistant 
general counsel of Jefferson Stand- 
ard. 


C. Of C. Sees Voluntary Pension 
Plans Easing Pressure For More SS. 


U. S. Chamber of Commerce has 
suggested that pressures for more 
funds for social security can be offset 
by establishing voluntary pension 
plans under which employers and em- 
ployes can cooperate to meet their 
needs. 

The chamber, noting that the ma- 
jority of employes are not covered by 
any private pension plan, said em- 
ployes will gain self-respect by using 
individual initiative in planning for 
retirement rather than depending up- 
on the government. 

The U. S. and Illinois chambers will 
hold a regional conference on this sub- 
ject Jan. 10 in Chicago. Participants 
will include insurance company rep- 
resentatives, employers, tax lawyers, 
trust company officers and pension ex- 
perts for industry. 





securing 20% of its total new business 
from the brokerage field and has ob- 
tained enough volume to find that per- 
sistency in this area is considerably 
better than that produced by career 
men in the same period, Mr. Speer 
said. This probably is due to the fact 
that it is low pressure business sold 
by men not under the drawing account 
compulsion to close sales. In the 
claims area, the company has found 
no discernable difference between the 
career men’s business and that of the 
broker. 


Acquisition costs seem very favor- 
able in the brokerage operation, as 
compared to that of career men. How- 
ever, the business acquired from both 
has built-in field costs. Brokers have 
been selling more premium per case 
than the career men. Brokers gener- 
ally would rather offer a high pre- 
mium plan and miss the sale, while 
career men often seek to make the 
sale the easiest way possible. How- 
ever, there are advantages to both the 
brokerage and career man systems, he 
said. 
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LIFE INSURANCE EDITION 


Mid-West Managers Debate Agencies’ Peril 


(CONTINUED FROM PAGE 2) 


the complexity of our living and eco- 
nomy have created almost all of to- 
day’s life insurance needs. Every day 
today, something happens to create 
new needs many people don’t even 
realize they have. In the ever-increas- 
ing area of ‘non-awareness’ of needs 
on the part of the public, only the agent 
can sell. The companies could never 
sell that market direct.” 

To Mr. Hansch’s expressed fear that 
field men have wrested away from ac- 
tuaries the pricing function, Mr. Hen- 
derson answered, “From daily contact 
with actuaries, I can tell you, Gus, 
that they are still pretty able to take 
care of themselves.” 

Mr. Henderson admitted that home 
office people may not, in some in- 
stances, know exactly what they are 
doing, “But economic law can be re- 
lied upon to keep us in line.” 

As closing speaker of the confer- 
ence, Mr. Chaney explained that na- 
tives often catch monkeys by filling a 
coconut with rice kernels. Monkeys, 
he said, put their hands through the 
eyes to get the rice but then find they 
cannot withdraw their hands once 
they are filled with the kernels. In 
their greed, they refuse to let go of 
the rice and so are caught until the 
trapper comes along. 

“If”? he warned, “we don’t let go 
of some of our beliefs about the agen- 
cy system today, we, too, may lose the 
whole thing.” 

Commissioner Palmer of Indiana 
also sounded an optimistic note in his 
words of greeting to the opening ban- 
quet. “Looking back to 1919 when I 
entered the business,” he said, “you 
have done far better than you think. 
You have made great progress in the 
calibre of men in the business, in 
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sales practices, and in ethics. Evils 
still exist, but they are far, far few- 
er.” 

Comments on the effect of today’s 
trends on the future of the business 
and the agency system were, in the 
main, “asides” from the planned talks 
of each speaker. 


The topic of Mr. Hansch’s talk was 
the problems encountered in opening 
a “scratch” agency. He enunciated a 
number of “rules” he has found it 
profitable to observe in starting a new 
agency: (1) “Hit the street running.” 
(2) “Get out and get business; leave 
the office up to the cashier; he or she 
can learn the job better working on 
business than from your instructions.” 
(3) Sell cases for general insurance 
men. (4) Do personal selling. “Your 
sales smell just as good to the home 
office as those of agents.” (5) “Set 
over-all work plans and _ schedules 
and to heck with the weekly goals set 
by the home office.” (6) ‘Don’t try to 
be an executive. Get out and do some- 
thing.” (7) “If he can’t sell for some- 
one else, it’s unlikely he can for you.” 
(8) “Don’t finance higher than a man’s 
potential production.” (9) “Get men 
who think and operate like you your- 
self do.” 

Second speaker on the opening aft- 
ernoon program was Lowell P. 
Schwinger, general agent Northwest- 
ern Mutual, Cedar Rapids, who 
stressed the importance of “culling 
your flock.” “You can’t recruit using 
buzzards as decoys,” he warned. To 
succeed in the business, a man must 
be “socially mobile, his own best cen- 
ter of influence.” Second, he must be 
able to establish rapport with others. 
Third, he must be sensitive to others 
but tough in his attitude toward buying 
resistance. Fourth, he must be a man 
of integrity but one who is also flex- 
ible. Successful training is the job of 
making a usable tool out of the kind 
of personality the trainer understands. 
Since the general agent or manager 
usually understands only one type or 
personality, he should select a super- 
visor of a different personality in or- 
der to get variety in the agency force. 

The opening afternoon session of 
the conference featured a tea for the 
more than 100 wives in attendance. 
It was under the direction of Mrs. J. 
R. Comstock, wife of the Indianapolis 
general agent of American United, 
who was in charge of the women’s 
committee. Presiding at the banquet 
the opening evening was Arnold Berg, 
vice-president Indianapolis Life. 


H. M. Fraser, general agent Penn 
Mutual, Boston, opened the second 
day’s session speaking on “Recruiting, 
Training, and Supervising the Young 
College Graduate.” As yet, few agen- 
cies are interested in the young man 
just out of college, he admitted, but 
reported that of 30 such men he has 
recruited, seven are writing over $1 
million; seven are writing over $500,- 
000; nine have become Penn Mutual 
general agents; and seven are first- 
year men. 

To be successful with the young 
college man, you must prepare men- 
tally and physically. Mentally you 
must have a sincere interest in this 
type of man and in building a unit 
with him; and you must take a long- 
range view. “He won’t put dollars in 
your pocket at once.” Physically, you 
must set up separate quarters for 
him, because you cannot mix him with 


older men. You must have a young 
supervisor, one who has recently gone 
through the problems the new man 
faces. 

Mr. Faser reported that except for 
the man who majored in life insur- 
ance, it makes little difference what 
type of college course the recruit has 
pursued. “Law may have an edge,” he 
admitted, “but most of our recruits 
are liberal arts graduates.” It is im- 
portant, he warned, to start the man 
on a low financing level. “We never 
start a man over $300 a month. The 
man who wants a lot to start can find 
it in many lines; but he is not the 
kind who can take the long-range 
view, not of the professional calibre 
of the physician or lawyer who is 
willing to spend long years at low in- 
come levels in order to build for the 
future.” 

He concluded by predicting that the 
time will come when all new men 
will come direct from college. “We 


must learn to train our own men,” he 
stated, “not expect other businesses 
to train them for us.” 

R. C. Hageman, manager Equitable 
described devel- 
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For complete information, address: 

Charles L. Norvell, Director of Sales, The 
Greenbrier, White Sulphur Springs, West 
Virginia, or inquire of reservation offices at: 
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MU 2-4300; Boston, 73 Tremons 
Street, LA 3-4497; Chicago, 

77 West Washington Street, 
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oping men, he declared, as a process 
of trying to break through the barrier 
of the cyclic ups and downs which are 
natura] to all human beings and exag- 
gerated in the business. His effort to 
break the barrier, he said, is concen- 
trated in the fields of training and ego 
recognition. 

In the area of training, Mr. Hage- 
man’s complete program, including 
company conducted schools, takes four 
to five years to complete. Its purpose 
is to give the man knowledge to am- 
plify his confidence, which confidence 
will, in turn, carry him through his 
periods and cycles. In the area of ego 
recognition, the agency has a multitude 
of recognition categories, frequent con- 
tests, and a wide variety of special 
“deals” and “bets.” 

Mr. Henderson defined three buy- 
ing areas: (1) Ready to buy; (2) near- 
ly ready to buy; and (3) no aware- 
ness. A high percentage of the busi- 
ness being sold today is in areas 1 and 
2, he said. “Selection, training, fi- 
nancing, policy forms, and all the 
rest are designed for selling in those 
two areas. They enable the agent to 
sell life insurance if he knows the 
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The Greenbrier offers an outstanding 
location for your next convention. 
The newly completed, air-condi- 
tioned West Wing provides meeting 
rooms for groups up to 1000 and in- 
cludes such features as a brand new 
auditorium with a 42 foot stage, the 
latest P.A. systems and projection 
equipment, a theater with Cinema- 
Scope screen, and superb arrange- 
ments for banquets. Don’t overlook 
either, the marvelous sports and rec- 
reational facilities, the courteous 
service, comfortable guest rooms and 
wonderful dining that have made 
The Greenbrier world-renowned as 


America’s Informal Business Capitol. 


WHITE SULPHUR SPRINGS - WEST VUIRGINIA 
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need. Very little training, however, is 
directed at teaching a man what is 
involved in needs in contrast to mere- 
ly naming them.” 

In all merchandising, Mr. Hender- 
son pointed out, the salesman paves 
the way and builds recognition of 
needs. Once he has made the public 
aware of them, the need for his ser- 
vices declines. He moves on to another 
area. 

Many trends viewed by some as ad- 
verse result from the fact that the life 
salesman has increased public aware- 
ness of certain types of needs to the 
point that it buys rather than having 
to be sold. This fact does not, how- 
ever, spell the agent’s doom. The area 
of “unawareness” is .a vast one that 
increases daily because of increased 
complexity of the economic structure. 
Here the salesman can find a market 
equal to or surpassing the one he 
fears is slipping away from him. “We 
need to develop in our agents a true 
diagnostic ability so they can function 
in the field of ‘unawareness,’ ”’ he con- 
cluded. 

Opening Friday afternoon’s session, 
Frank Crum, general manager New 
York Life, Detroit, detailed his meth- 


FteNATIONAL UNDERWRITER 


ods of motivation. All his interviews 
with. agents are conducted in their 
offices, not his. Thus they feel that he 
is coming to them rather than them 
being “called in” by “the boss.” 
Plaques about leaders are put on the 
policyholders’ side of the office where 
the public can see them. All declined 
and rated cases are put on his desk 
first, and he breaks the news to the 
agent and tries to work out a solution 
with him. Effort is directed toward 
getting each man to sell a case in three 
days and deliver one each three days. 
He holds in mind that his office is for 
agency building, not clerical work, 
and he sends age change letters to 
his own agents, urging them to buy 
more now and, with the money saved 
on premiums at their present age, buy 
some extra gasoline to make extra 
calls that will provide the money: for 
the new premiums. Once a month, 
the agency holds a prospecting class 
for agents and their wives; and twice 
a year, it holds a FOG (fundamentals 
of gossip) school for new wives to 
show them how to sift neighborhood 
gossip for prospects. 

Mr. Crum also reported that he has 
obtained successful recruits from 
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nomination letters sent to his own 
discontinued agents; and he charged 
that proselyting is to management..as 
rebating is to the agent. “What chal- 
lenge is there in taking a man some- 
one else has sweat over? As an agent, 
you created the idea for the sale; as a 
manager, why not create the man- 
power? General agents and managers 
should hate the proselyter’s guts.” 


As concluding speaker, Mr. Chaney 
discussed the problems involved in 
upgrading an agency force to such 
a market. A decision to do so auto- 
matically dictates eight things, he de- 
clared: 

(1) Recruiting higher calibre men 
and, hence, higher financing. (2) 
Making advanced underwriting train- 
ing and study material available. (3) 
Establishing a consultant service. (4) 
Prestige-building material for law- 
yers. (5) Conferences and clinics. (6) 
Promotion of CLU. (7) Prospecting to 
the market. (8) Meetings with attor- 
neys and trust officers to discuss what 
the agency offers. 

The only saturation point for life 
insurance is in the agent’s mind, Mr. 
Chaney concluded. “History has 
proved that war risk insurance, NSLI, 
social security, and mass selling do 
not spell the doom of the business. 
Tomorrow will develop needs and mar- 
kets beyond today’s wildest dreams.” 

Friday afternoon featured a card 
party for wives in attendance, and the 
evening offered the conference’s trad- 
itional reception for all registrants 
with Indianapolis General Agents & 
Managers, sponsoring organization, as 
host. 

For the first time since reestablish- 
ment after a two-year lapse during 
World War II, the conference sched- 
uled no Saturday morning program. 
Instead, closing conference function 
was a fellowship breakfast, with the 
remainder of Saturday being left free 
for company meetings. A number of 
companies brought “blocks” of gen- 
eral agents or managers, used the reg- 
ular conference sessions for the “idea” 
portion of their program, and de- 
voted Saturday to meetings on com- 
pany matters. 


Wants Monthly Allotments 
Held To 1/12 Of Annual 


(CONTINUED FROM PAGE 1) 

the publication of a list of companies 
that charge only pro-rata of annual 
would be a sort of black-list in re- 
verse. The companies that object to 
the 1/12-of-annual proposal or believe 
they are barred by the New York law 
from agreeing to it hope that the adju- 
tant-general’s personnel division can 
be convinced that there are many other 
points on which a policy should be 
judged than merely whether the is- 
suing company charges 1/12 of annual 
or adds an amount for the higher ex- 
pense of monthly business. 


Book Of Esitteon’ From 


Clients Builds Prestige 


NEW YORK—Next to doing a good 
job for a client, a book of letters from 
clients written in appreciation of such 
work is the best prestige-building tool, 
Henry F. Silver, New England Life, 
New York City, told the New York 
City League of Life Insurance Wom- 


en. 

Mr. Silver showed the book to the 
members at their meeting. 

Hermine R. Kuhn, independent, the 
program chairman, introduced Mr. 
Silver. The meeting was conducted by 
Ceil K. Zweid, Equitable of Iowa, 
presideat of the league. 
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Seek To Clarify Status 


Of Columbus Mutual 
Stock, Policyholders 


Columbus Mutual Life has filed 


in the Ohio supreme court to comp, 
Secretary of State T. W. Brown to ap. 
prove and record an amendment to ar. 
ticles of incorporation adopted Oct. 93 


by Columbus Mutual stockholders, 
case will determine the rights of 
000 policyholders of the Columbus 


tual in respect to its merger with the 


Ohio State Life. The petition says 


Ohio State Life has acquired 99% of 


the Columbus Mutual stock. The a 
ney general recommended to the 


retary of state that the rights of the 
policyholders should be: passed upon by 


the supreme court. Six policyho 


have asked permission to become de. 


fendants in the case. They claim 


th amendment to the articles of incor. 
poration “constitutes an unlawful at. 
tempt by stockholders to remove ex. 


isting limitations upon the intere 
stockho'ders at the expense of the 


icyholders to deprive policyholders of 
corporate surplus which belongs to 


them.” Columbus Mutual issues 
ticipating policies. 


250 Attend Texas Sales 


Congress At Corpus Christi 


(CONTINUED FROM PAGE 1) 


in spending is the result of people 
paying off debts. He opined that in 


time Americans will spend all of 


income and that the developments 
will create the best atmosphere for 
sales of insurance because of debts, 

“There is no stigma to being an in- 
surance salesman. Why apologize. It 


pays to be a leader ... Some 
happens to men determined to 


ceed. Develop faith in life insurance 


and belief in self, and freedom o 
portunity,” he said. 


Mr. Lane appealed to his listeners 


to become more than marginal 
ducers and become leaders 
He said the trouble is always wit 
Men want economic security 

than anything else. Trouble com 
all. The ability to handle trouble 


ates capacity. Power comes from with- 


in. 


John Wright, Southland Life, Tyler, 
spoke on “The Perfect Blend,” point 
ing out the need for sense of humo 
in selling life and A&S. He said the 


best plan is to approach selling 
game, and that the salesman 
employ strategy 24 hours a day. 


Mr. Wright said that he found al 


the prospects on whom he called 


loaded with life insurance. Then he 
requires 
that the prospect state amount of life 
coveraged owned. As a _ consequence 
of his calls, he found some of the loaded 
men had light loads, and they became 


called about A&S which 


not only prospects for A&S but 
life. 


Lester O. Schriver, managing diret- 
tor of National Assn. of Life Under 
writers, told of the progress of plat 
for the building of the NALU head- 


quarters in Washington. He 
tribute to the members for their 
in the leaders of the NALU. 


Mr. Schriver remarked that nothing 
happens until the salesman makes ? 


product known to those who may 
it useful or attractive. He empha 


that people buy what they want ani 
not necessarily on a basis of needs 


John Bocye, Southwestern 


Corpus Christi, presided at the meet 


ing. 
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When Thomas Huxley said: 


“The rung of a ladder was never 
meant to rest upon, but only to 
hold a man’s foot long enough 
to enable him to put the other 
somewhat higher’ — 


he might have been foreseeing the steady climb in the effi- 
ciency with which Bankers Life & Casualty Company proc- 
esses its claims. With today’s most modern business machines 
and electronic devices we have been able to establish an envi- 
able record in speed and efficiency. But we are not resting on 
this rung. The results accomplished in any “today” are merely 


a spur to the next step upward in service to our policyholders. 


THE BANKERS LIFE & CASUALTY COMPANY 


An Old-Line Legal Reserve Company 
HOME OFFICE: CHICAGO 30, ILLINOIS 












GRADATION BY SIZE — 


The new premium rates for basic life insurance policies change when the sum insured 
reaches $5,000, $10,000, and $25,000. Compared with the basic rate per $1,000 
for a policy under $5,000, the reduction for larger policies is as follows: 














BASIC POLICY SIZE PREMIUM REDUCTION PER $1,000 
$ 5,000 -$ 9,999 $ .60 
10,000 — 24,999 1.00 
25,000 or more 1.25 
Savings on $ 5,000 $ 3.00 a year, $ 60 in 20 years 
Savings on 10,000 10.00 a year, 200 in 20 years 
Savings on 25,000 31.25 a year, 625 in 20 years 






Savings on 50,000 


WOMEN — ACROSS-THE-BOARD RATE REDUCTIONS 


Premiums, values and dividends per $1,000 same as for men 3 years 
younger. 


(In a few states, because of statutory limitations, women will pay the same premium rates as men, but 
will receive higher dividends under our 1958 schedule.) 


62.50 a year, 1250 in 20 years 

















-SS<e=—a NEW PREMIUMS, NET PAYMENT AND NET COST ILLUSTRATIONS- -------: 
(Applicable to policies for $25,000 and higher) 
35 55 35 55 
Male Female Male Female Male Female Male “Female 







Ordinary Life 


Annual Premium $23.50 $21.37 $50.57 $44.38 $37.52 $35.45 $60.48 $55.39 
20 Year Av. Net Pay't* 17.21 15.55 39.53 34.44 28.26 26.62 47.72 43.39 
20 Year Av. Net Cost* -9IR 1.32R 12.58 8.77 4.41R 4.51R 5.70 2.57 


20 Payment Life 


















Endowment at Age 65 Retirement Income at Age 65 
















Annual Premium $33.30 $32.36 $113.97 $111.63 $46.26 $50.50 $169.65 $187.46 
20 Year Av. Net Pay't* 25.23 24.68 101.16 98.84 37.79 42.15 156.45 173.29 
20 Year Av. Net Cost* 3.53R 4.09R 1.16 1.16R 8.05R 9.94R 5.85R 9.21R 






(10 Years) 


* Dividends are based on 1958 Schedule and are illustrative only, not guaranteed. 
R Return over premiums paid. 


(10 Years) 
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The Policyholders’ Company 









